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These members of Acacia’s Field Advisory Committee are tops in agency 





























management. To qualify for this coveted honor, these Acacia managers last 
year achieved outstanding results in all phases of agency management— 
quality production, new manpower and conservation of business. This 
committee will function during 1957 as “sales and service consultants” to 
the Management of the Company. It is the highest honor an Acacia manager 


can attain. 


Acacia’s Field Advisory Committee, now in its second quarter century, has a 
long and enviable record of accomplishments. Meeting with these outstand- 
ing agency leaders around the conference table in frank and open discussion 
has enabled Acacia to develop new and more effective ways of serving both 
its Policyholders and its Fieldmen. This close association and understanding 
between the men charged with the responsibility of Management and the 
men who represent the Company in the field has greatly contributed to 


Acacia’s continued progress year after year. 





ACACIA MUTUAL LIFE INSURANCE COMPANY 


Howard W. Kacy, President 
Home Office: Washington, D.C. 

















LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


DECEMBER 31, 1956 


ASSETS LIABILITIES 
Cath eens $ 5,518,043.87 Reserve for Losses__ $ 37,769,677 75 
Mortgage Loans on Real Estate 919,345.67 


Reserve for Loss Expenses__ 3,846,000 00 
*Bonds and Stocks - 175,209,752.30 


Reserve for Unearned Premiums 55,576,597.70 
Interest due and accrued. 436,618.85 
Agents and Departmental 

bens? 3,946,903.97 Funds held under Reinsurance 

Treaties noe 7,537 ,594.98 

Real Estate 2,958,000.00 = 

Sisdiy u Matten: ead eréten All other Liabilities. 324,094.62 

Insurance Pools 10,942,414.98 Capital — 15,000,000.00 


All other Assets 2,065,416.71 Net Surplus - 79,988,281.30 


Reserve for Taxes and Expenses 1,954,250.00 


Total admitted Assets_ $201,996,496.35 Total $201,996,496.35 
SURPLUS TO POLICYHOLDERS $94,988,281.30 


Securities carried at $4,090,259 60 in the above statement are deposited as required by law 


NATIONAL-BEN FRANKLIN INSURANCE MILWAUKEE INSURANCE COMPANY 
COMPANY OF PITTSBURGH, PA. OF MILWAUKEE, WIS. 


DECEMBER 31, 1956 DECEMBER 31, 1956 
ASSETS LIABILITIES $5 LIABILITIES 
Cott - centmustcicen $ 862,064.60 Reserve for Losses 


sses 7 $11,330,903.31 
*Bonds and Stocks 15,343,603. 47 Reserve for Loss Expense 


s Expenses 1,153,800.00 

carned Premiums 16,565,527.17 

xes and Expenses 516,595.00 

other Liabilities = 151,809.57 
Capital ——=——s 3,000,008,68 
Ner Surplus _  -- .—s- 116,,5 92,447.12 


Total admitted Assets. $18,078,291.60 Total $18,078,291.60 Total admitted Assets $49,311,082.17 Total —____________ $49, 311,082.17 


Interest due and accrued 58,424.58 Reserve for Unearned Prem 
Agents and Departmental Reserve tor Taxes and 
Balances 1,625,547. 09 All other Liobilit 103 Agent 


Capital 2,000,000.00 Balances 
All other Assets 126,651 86 Net Surplus 6,095,510.46 All other Asset 31 


Real Estate 62,000.00 


SURPLUS TO POLICYHOLDERS $8,095,510.46 SURPLUS TO POLICYHOLDERS $19,592,447.12 


Securities carried at $2,086,802.60 in the above statement are deposited as required o es carr 8,841.60 in the above statement are deposited as required by law. 


THE METROPOLITAN CASUALTY INSURANCE COMMERCIAL INSURANCE COMPANY 
COMPANY OF NEW YORK OF NEWARK, N. J. 
DECEMBER 31, 1956 DECEMBER 31, 1956 
ASSETS LIABILITIES ASSETS LIABILITIES 

ee $ 1,530,271.76 Reserve for Losses 1,33 3 934,735 
Mortgage Loans on Real Estate 9,000.00 Reserve for Loss Expe 
*Bonds and Stocks __ 38,767,115.71 Reserve for Unearned Prem 
Interest due and accrued 145,923.17 Reserve for Taxes 


for Losses —_——.$ 11,330,903.31 
n Real Estote 414,862 Reserve for Loss Expenses ._ 1,153,800.00 
3 for Unearned Premiums 16,565,527.17 
; for Taxes and Expenses 607,495.00 
Agents and Departmenta A ther Liabilities 231,148.39 ther Liabilities — 121,598.79 
Balances 3,758,150.11 Capital 3,000,000.00 Capital as . 3,000,000.00 
Equity in Marine and Foreign Net Surplus 11,730,258.38 quity eg reg Net Surplus _. 13, 625,088.59 
Insurance Pools . 202,834.42 2 : 207,01 
All other Assets__ 214,037.08 t other A 


130,673.39 


Total admitted Assets $44,627,332.25 Total $44,627,332.25 Total admitted Assets $46,404,412.86 Total __§46,404,412.86 
SURPLUS TO POLICYHOLDERS $14,730,258.38 SURPLUS TO POLICYHOLDERS $16,625,088.59 


Securities carried at $4,346,473.47 in the above statement ore deposited as required by law 


ed at $1,696,848.40 in the above statement are deposited as required by low 


ROYAL GENERAL INSURANCE COMPANY 
OF CANADA 


DECEMBER 31, 1956 


ASSETS LIABILITIES 

Cash - —_ . 42,794.64 Reserve for Taxes and Expenses_ $ 2,780.94 
Bonds and Stocks — 404,158.65 Capital ote Sy 100,000.00 
Interest Due and Accrued 2,945.21 det Serpe ... 377,959.09 
Agents and Departmental Balances 11,541.53 
All other Assets —_ 19,300.00 

Total admitted Assets $480,740.03 nn ae ees $480,740.03 
SURPLUS TO POLICYHOLDERS $477,959.09 


Securities carried at $55,636.41 in the above statement are deposited as required by law 
*Valuations on basis prescribed by National Association of Insurance Commissioners 


Western Department H ° M E °o F F { Cc E Pacific Department 
120 So. LaSalle St., Chicago 3, Illinois 10 PARK PLACE, NEWARK 1, NEW JERSEY 220 Bush St., San Francisco 6, Calif. 
Southwestern Department Foreign Depertment Canadian Departments 


912 ¢ St.. Dalles 22. T 102 Maiden Lane, New York 5, New York 800 Bay St., Toronto 2, Ontario 
wai he inet on 206 Sansome St., San Francisco 4, Calif 535 Homer St., Vancouver 3, B. C 
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MORE COMPETITIVE... L.I.C.A. offers a com- 
plete portfolio — policies filled with unusual selling fea- 
tures... loaded with advantages you can get your teeth 
into — and really S-E-L-L! 


MORE MERCHANDISING . . . We offer a hard- 
hitting, sales producing program, from “mail to sale”. 
Everything furnished to you without charge. 


MORE ADVERTISING ... We help you develop 
sales potential through local advertising, direct mail, 
quality-lead programs. 


MORE MONEY FOR YOU... This is truly a 


“ground floor” situation. L.I.C.A.’s vigorous building pro- 
gram spells O-P-P-O-R-T-U-N-I-T-Y for you! 


WRITE, WIRE OR PHONE COLLECT 
Paul Reichart, Vice President in Charge of Sales 


Wilmington 99, Delaware * Telephone: Olympia 4-2474 








Life Insurance Company of America 
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Know the 
facts about 
the insured’s 


property values 


An insurance program is only as 
sound as its basic foundations. 
Make sure your client has the 
valuation facts for proper cover- 
age which make his insurance 
an investment—not a gamble. 


The 
AMERICAN 


APPRAISAL 


Com pany 
SINCE 1896... LARGEST... MOST WIDELY USED 
Home Office: Milwaukee, Wisconsin 


Atlanta Cleveland New York 
Baltimore Dallas Philadelphia 
Boston Detroit Pittsburgh 
Buffalo Kansas City St. Louis 
Chicago Los Angeles San Francisco 
Cincinnati New Orleans Washington 


Affiliated: Canadian Appi aisal Company, Ltd. 
Montreal and Toronto 














THE OLDEST INSURANCE 
COMPANY IN THE WORLD 


55 FIFTH AVE., NEW YORK 











These Names Make News 


PERSONNEL: Promotions 


Achievements, Retirements 


President J. Victor Herd has been 


elected chairman of the America 
Fore group, succeeding Frank 
A. Christensen who, at his own 
request, was not re-elected. 
Henry C. Irons has been named 
a director of the _ Fidelity- 
Phenix. Frank G. Haley and R. 
Newell Lusby have been ap- 
pointed vice presidents of all 
the companies in the group, 
along with Frank S. Ennis, who 
will continue as director of pub- 
licity and advertising. Nathan 
H. Wentworth, William C. 
Moore, and Milton W. Mays are 
also new vice presidents. Fred- 
erick P. Walther, Henry A. 
Keck, John T. Horan and Wil- 
liam H. Berry have been named 
vice presidents of the fire com- 
panies. John R. Irving and Ed- 
ward J. Ryan have been ap- 
pointed vice presidents of The 
Fidelity and Casualty. William 
Leslie, Jr., has been chosen ac- 
tuary for all the companies. 


Charles J. Zimmerman, president, 


will succeed Peter M. Fraser as 
board chairman of Connecticut 
Mutual Life, who has announced 
that he is retiring May 17. Mr. 
Fraser will continue as a direc- 
tor and chairman of the finance 
and executive committees. John 
C. Cairns, president of Stanley 
Works of New Britain, Conn., 
has been elected to the board of 
directors. 


Calvin Fentress, Jr., president of 


Allstate, has been elected chair- 
man following the retirement of 


At annual meeting 
of Western and 
Southern Life of Cin- 
cinnati, Charles M. 
Williams (upper 
left) was elected 
board chairman, 
and William C. Saf- 
ford became presi- 
dent. Mr. Safford is 
former Superinten- 
dent of Ohio Insur- 
ance Department. 
Mr. Williams had 
been president since 
1950, will continue 
active in executive 
direction. 


James M. Barker. Henry S. 
Moser has been elected senior 
vice president and secretary. 
George H. Kline is now vice 
president, general counsel. 
Archie R. Boe was elected vice 
president in charge of a new 
department, Customer Rela- 
tions. George Powell, resident 
manager at Detroit, was also 
named a vice president. A. M. 
Wood, vice president and secre- 
tary of Sears, Roebuck and Co., 
and C. A. Meyer, also a Sears 
vice president, were named to 
the Allstate board of directors. 


Kenneth H. Wagner, former vice 


president, was elected president 
of Pennsylvania Threshermen 
and Farmers’ Mutual Casualty 
and Fire, succeeding William 
F. Hovetter who has retired. 

Continued on page 8 
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action with a company big enough 
to meet competition —small enough to 


give YOU recognition 


a market bulging with potential business 
in Life, Accident & Health, Hospitalization, 


Group, Junior Group and Pension Plans 


a company with more than one-half 
billion in force now offers available men 
of managerial caliber UNLIMITED 
OPPORTUNITIES .. . immediate 
openings in Cleveland; Springfield, 
Brockton and Boston, Massachusetts; 
Chicago; Philadelphia; Detroit; 
Washington, D.C.; Portland, Maine 


if you are interested in any of the above areas 
or if there is no Columbian National general 
agent or manager in your area, write to: 


Fred S. Sibley, 

Vice President and Director of Sales 

The Columbian National Life Insurance Company 
77 Franklin Street 


Boston 12, Massachusetts 





Mutual of 


FIRST AGAIN in Premium Income 
FIRST AGAIN in Service Through Benefits Paid 
FIRST AGAIN in New Modern Protection Plans 


As you read this today, Mutual of 
Omaha is improving and growing at 
an ever-increasing rate. We can con- 
tinue to pioneer with confidence for 
the simple reason that people have 
confidence in our way of doing busi- 
ness .. . in our “aim to bring financial 
security within reach of all people.” 


Growth In Premium Income 


More people are joining Mutual’s 
family of year-after-year policy- 
owners...and for greater amounts 
of protection. 


Growth In Policyowner Trust 
In answer to the question “Are you 


satisfied with Mutual’s over-all serv- 
ices?” ...an overwhelming 96.49% 
of Mutual’s policyowners who an- 
swered said “Yes!” 


Growth In Benefits Paid 


Over one million separate benefit 
checks are being sent out this year. 
Benefit payments have now reached 
the all-time high of more than 
$1,975,000 each week. 


Growth In Service Facilities 


Mutual is the first health and accident 
company to speed up its service with 
a Giant Electronic “Brain”. For such 
expanded services, a new 13-story 


addition to the Home Office is now 
being constructed. 


Growth In Service Organization 


Over 9,000 men and women are find- 
ing life-time careers with Mutual of 
Omaha. It is one of the few com- 
panies meeting the licensing require- 
ments of all 48 states, District of 
Columbia, Canada, Alaska, Hawaii, 
Canal Zone, and portions of the West 
Indies. New District Headquarters 
are being added regularly to insure 
prompt benefit payments and serv- 
ice. Training facilities for field rep- 
resentatives have also been greatly 
expanded. 


Mutual of Omaha 
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By 


V. J. SKUTT, 


President, 
Mutual of 
Omaha 


Growth In New Modern 
Insurance Plans 


Mutual continues to pioneer new pro- 
tection plans to meet today’s policy- 
owner requirements. For example, 
the new, low-cost Disability plans to 
fit the new Social Security Disability 
benefits. New, more liberal Major 
Medical Expense Plans which extend 
the periods of time that policyowners 
can be covered by maximum benefits. 














For a successful 


Lifetime career... 


Go Mutual! 


You may be eligible for Mutual of Omaha's 
famous New Man and Unit Manager's 
Training Schools 


Go Mutual — and latch onto a high- 
pay sales career in your own home 
territory. You get invaluable training 
at one of Mutual’s New Man or Unit 
Manager’s Schools—training that can 
help you gain a footing in one of the 
country’s best-paid sales fields. For 
free details, write Mutual of Omaha, 
Omaha, Nebraska, Dept. SP-457. 
Or see your local Mutual of Omaha 
General Agent. 

W. J. Frederick, recent graduate of Mutual of 


Omaha's Sales Training Program, specks up for 
the way Mutual prepares men for big earnings: 


“I'd like to express my gratitude for the 
thorough way you prepare a man through 
your training program. My only regret 
is that I did not avail myself long ago of 
the opportunity your company affords.” 








MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


HOME OFFICE: OMAHA 
V. J. SKUTT, President 


CANADIAN HEAD OFFICE: TORONTO 


The Largest Company in the World Specializing in Health and Accident Insurance 
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MUTUAL OF OMAHA 
BOARD OF DIRECTORS 


WILLIAM J. COAD 


Chairman of the Board, Omar Inc. 


HENRY C. KARPF 
Vice Chairman of the Board, 
Omaha National Bank 


J. A.C. KENNEDY 
Attorney, Kennedy, Holland, 
DeLacy and Svoboda 


W. D. LANE 


Former General Manager 
Eggerss-O’ Flyng, 
Div. Central Fibre Prod. Co. 


CHARLES W. MAYO, M.D. 


Mayo Clinic 


E. T. MEREDITH II 
Vice-President 
and General Manager, 
Meredith Publishing Co 


THOMAS F. O’NEIL 
Chairman of the Board of the 
Mutual Broadcasting System 


W. A. PATTERSON 
President, 
United Air Lines 


CARLTON P. SWILER, JR. 
President, 
Orchard & Wilhelm Co. 


OSCAR M. TAYLOR 


Former Exec. Vice President, 
New York Telephone Co 


J. LEROY WELSH 
President, 
The Butler-Welsh Grain Co 


E.S. ADAMS 
Executive Vice President 
DR. N. L. CRISS 


Treasurer and Medical Director 


V..J.SKUTT 
President 
and Chairman of the Board 





| These Names Make News 
RATES GOT YOU PUNCHY? 


Continued from page 4 


J. V. Wherry, a director, was 
elected first vice president, and 
H. L. Berkley, also a director, 
was named to the new office of 
second vice president. 


James F. Oates, Jr., 
has been elected 
president and chief 
executive officer of 
Equitable Life As- 
surance of New York. 
Mr. Oates has been 
a director since 1955. 














Albert Burns has been elected to 
the new post of chairman of the 
board of Baltimore Life. Henry 


. - E. Niles, former vice president 
Bankers National Life and director, has been named 


has the prescription! 





president. 

Sumner G. Whittier, former lieu- 
tenant-governor of Massachu- 
setts, has been named Chief 


NO REDUCTION IN COMMISSION Insurance Director of the Vet- 
erans Administration. 
BECAUSE OF REDUCED RATE! 


Cure -ieseng _ headaches Canada Life Assurance. Mr. 
with a Select Risk Ordinary Nicks is general manager and 
Life designed for your select a director of the Bank of Nova 
clients. Scotia. 

Complete the coupon below . Stokes Gaither has been named 
and get your all-in-one pre- vice president of the securities 
sentation...includes rates, department and James B. Mc- 
FAIR SES per SG Intosh vice president in charge 

of company staff departments 

by New England Mutual Life. 

Herman E. Muller, CPA and man- 

agement consultant of Milligan, 

7) A Muller and Co., has been named 

. (ti Pn a director of Cosmopolitan Life 

Darkers (/ lattcral | of Memphis. W. Frank Hancock, 

) oP @ 2p Dee © £2 © DOG. god 2 Of Oo}. oF Ob director of agencies, has been 

a en made agency vice president. 

F. Vernon Rosenthal, recently 

em me ne me eee ee ee ee ee associated with Allstate, has 

been named assistant director 

of insurance for Illinois, suc- 

ceeding the late Laddie T. 
Pelnar. 

Walter R. Hoefflin has been ap- 
pointed by Western States Life 
as regional agency vice presi- 
dent for Washington, Oregon 
and Idaho. 

Continued on page 10 


. William Nicks has been elected 
to the board of directors of 





Send me: 


[-] your SROL All-in-one presentation 


[-] information on Million Dollar Agency Builders 
Plan 





Name 
Street 
City. State 
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GENERAL 
FIRE AND CASUALTY COMPANY 


Gf A Participating Stock Company 


ANNUAL FINANCIAL STATEMENT 


December 31, 1956 








ADMITTED ASSETS 


Cash on Hand and in Banks $ 2,227,526.90 
Bonds 17,336,618.52* 
Stocks 382,800.00** 
Accrued Interest 88,829.10 
Premiums in Course of Collection (Under 90 Days) .... 1,182,715.05 
Other Admitted Assets 4,945.32 





UNE NORRIE satire tee Witt Oo re eee $21,223,434.89 


LIABILITIES 


Reserve for Losses and Loss Expense $12,743,336.60 
Reserve for Unearned Premiums 2,968,529.86 
Reserve for All Other Liabilities 610,632.04 
Capital $1,000,000.00 
Surplus 3,900,936.39 





Surplus to Policyholders 4,900,936.39 





$21,223,434.89 


* Amortized value. 
Bonds carried at $436,323.83 in the above statement are deposited as required by law. 
**Market value. 





Home Office 
1790 BROADWAY, NEW YORK 19, N. Y. 


Branch Offices 
CHICAGO NEWARK 
309 W. Jackson Bivd. Raymond Commerce Bidg. 
Chicago 4, Ill. Newark 2, N. J. 


PHILADELPHIA PITTSBURGH 
Public Ledger Bidg. 601 W. General Robinson St. 
Philadelphia 6, Pa. Pittsburgh 12, Pa. 


MINNEAPOLIS 
127 First Ave., N.E. 
Minneapolis 13, Minn. 


Insurance Written Through Agents and Brokers Only 
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Writing FIRE and ALLIED LINES 
“In the Birthplace of American Mutual Insurance” 


ORGANIZED 1895 


Pennsylvania Lumbermens 


Mutual Insurance Company 


PHILADELPHIA 7, PA. 


62nd ANNUAL STATEMENT — JANUARY 1, 1957 


As reported to Insurance Department, Commonwealth of Pennsylvania 


(Figures as of December 31, 1956) 


ASSETS 


$ 1,297,909.41 

6,673,635.97 

Canadian Government Bonds... .........ccsscccccccecs 133,000.00 
COMI PPOVERTIIES o .o5s 55 hes ek obi eee 41,093.54 
State and Municipal Bonds 3,698,983.60 
PRM ND 3 oor bt was oe ek we ae coal eeewee 19,255.31 
Public Utility Bonds 667,868.68 
Other Bonds 725,688.61 
1,655,974.15 

First Mortgage Loans on Real Estate 175,975.77 
Real Estate 100,465.00 
Premiums Due, Not More Than Three Months........... 828,184.66 
Reinsurance Recoverable on Paid Losses............ee0. 344,883.16 
Interest Accrued 84,716.54 
PT A PE i aod 605 ws ob a ov ens vas abs 79,590.66 


Total Admitted Assets. ...ceeee. _ $16, 527,225.06 


LIABILITIES 


Reserve for Unreported Losses and those in 
Process of Adjustment osvee& 1,294,843:354 


Reserve for Taxes, Contingent Commissions 
or other charges due or accrued... 2... .ccccssccccece 1,020,914.81 
Unearned Premiums on policies in force 6,973,665.42 


Fete EADTNICS oo vc osieecdcees ~ $9,229,423.57 


Guaranty Fund $ 500,000.00 
Net Surplus _6,797,801.49 


Surplus to Policyholders..........00008 cccccpeedvcscoces PD Ipadl OOl.49 


~ $16,5: 


Securities carried at $578,439.21 in the above 
statement are deposited as required by law. 


Dividends Paid to Policyholders Since Organization $23,881,978.89 
Losses Paid Since Organization 41,427,064.06 


FRED H. LUDWIG JOHN J. FORD ROBERT PLATZER 


President Exec. Vice Pres. & Secretary Vice Pres. & Treasurer 


NON-ASSESSABLE—DIVIDEND PAYING 


PLM insures—in addition to Preferred Lumber and Woodworkers—all classes of 
desirable risks: Churches, Schools, Banks, Office Buildings, Mercantile 
Establishments, Dwellings, Automobiles 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 








These Names Make News 


Continued from page 8 


Ernest Richter, Arch Blickenstaff 
and James I. Perkins have been 
promoted from secretaries to 
second vice presidents, and 
Byron B. Redman and John T. 
Clark from assistant secretaries 
to secretaries of all Loyalty 
Group companies. Howard D. 
Vore, vice president, has been 
elected to the board of Fire- 
men’s Insurance and its affili- 
ates in the Loyalty Group. 

William L. Day, chairman of the 
First Pennsylvania Banking 
and Trust Company, has been 
elected to the board of the North 
America Companies. 

Edmund L. Zalinski, 
CLU, on April 22 
assumes new duties 
as executive vice 
president and a di- 
rector of Life of 
North America, new 
company formed by 
North America Com- 
panies. 


Robert E. Igleheart has been pro- 
moted to executive vice presi- 
dent of Guaranty Savings Life, 
Montgomery, Ala. Mr. Igleheart 
has been secretary and trea- 
surer since 1952. 

Joseph M. McCarthy, for the past 
five years public relations and 
advertising director of Union 
Labor Life, has joined the press 
division of the Institute of Life 
Insurance. Mr. McCarthy was 
with THE SPECTATOR as life in- 
surance editor from 1948. 

Roy C. McCullough, former man- 
ager of the Multiple Peril Insur- 
ance Rating Organization, has 
joined the Kemper group as 
assistant general counsel. 

George H. Dunlap, board chair- 
man of Nationwide Corp.; Perry 
L. Green, chairman of Nation- 
wide Life; K. Myron Hickey, 
director of Nationwide Corp.; 
Harry Metzler, director of Na- 
tionwide insurance companies; 
and John F. Langs, of Langs, 
Molyneaux and Armstrong, at- 
torneys, have been elected to 
the board of directors of Michi- 
gan Life. 

Daniel M. Duffield has been named 

Continued on page 72 
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profitable markets...successful men! 


Strength in this area, coupled with the capable, dynamic 
leadership of such an experienced sales management 
team, firmly convinces me that today 

Berkshire presents the greatest potential 

for personal growth in the industry! 


At Berkshire we are aggressively pursuing a program care- 
fully designed to merge men and markets successfully. 
The completeness and competitive advantages of our policy 
line guarantee profitable markets for our Agents and Bro- 
kers. Our immediate aim is to enlarge our field force with 
men qualified to represent us in selling and field manage- 
ment jobs ... and through modern, well-informed sales 
management, see that they prosper. 

During my years in this business, I have had a chance to 
study the various financial arrangements offered to field 
management personnel by many companies. Believe me, 
Berkshire’s are outstanding. 
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ERK SHIRE 
LIFE INSURANCE CO. 
Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD. MASS. * AMUTUAL COMPANY * 1851 
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General American 
Li 


A series of advertisements, including 
the Economaster ad in TIME, makes a 
powerful national program now work- 
ing for General American Life field 
associates. These ads are integrated 
with the associate’s day-to-day selling 
in a way that converts prospects into 


profits. 


This program is another advantage 
field associates have under the Lifetime 


Security Franchise. 
For complete details on LSF write to: 


Frank Vesser, Vice President 
General American Life Insurance Co. 


Saint Louis 








sitting 
on top of 
Z the world 


with ECONOMASTER 


He’s found a way within his means to bring his family 
substantial financial security including a monthly income 
when he retires. 


He is insured with ECONOMASTER ... one of the lowest 
net cost preferred-risk life insurance policies issued by a 
major company, and consistently for 18 years, 

one of the greatest insurance values available. 


Unlike many preferred risk contracts, ECONOMASTER is 
written in amounts as low as $10,000. 


For example, a young businessman of 30 can buy a $10,000 
ECONOMASTER for an annual premium of only $200.50. 

By allowing his dividends® to accumulate, he would have a yearly 
income for life beginning at 65 of $704.40—or a cash sum 
available of $9,449.00 compared to the $7,017.50 of premiums 
he would have paid. And, throughout the 35 years his family 
would be protected by $10,000 of insurance. 


Take advantage of the low cost policy that affords lifetime 
coverage at its best... ECONOMASTER. 


®Jllustrations assume Annual Dividends based on present 

experience and their continuance for the period shown. The 

Ter Dividend is a projection based on current conditions, 
Dividends and their continuance, cannot, of course, be guaranteed. 





General American Life 


ST. LOUIS, MISSOURI 


One of the nation’s leading mutual legal reserve companies 
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The Aetna Fieldman 
Is a Good Man to Know 


The Aetna was one of the first insurance companies to appoint agents outside its home state, 
and Aetna fieldmen always have worked in close cooperation with agents and brokers. 
Today, a high proportion of Aetna fieldmen are graduates of the Multiple Line Training 
School for Fieldmen—which covers all phases of property and casualty insurance, with special 
emphasis on the problems and viewpoint of the agent. 
The Aetna fieldman is especially qualified to help you with unusual problems—to give you 
practical suggestions cn bui!ding a more profitable business. He is a good man to know. 











Meet Nelson C. Taintor, Jr., Special Agent, Buffalo. 
Nelson was born an insurance man, the third generation in 
the business. While his career was delayed by World War II, 
in which he served as a sergeant of infantry in Europe, it has 
been marked by rapid progress. After graduating from Yale 
in 1949 and the Aetna Training School in 1950, he worked 
first in Rochester and for the past six years in Buffalo. He 
has been awarded the C.P.C.U., lectures on insurance at 
the University of Buffalo and, after hours, can frequently 
be seen in dramatic roles in local community theatres 
and television shows. 


Meet John A. Munro, Marine Superintendent, Port- 
land, Oregon. Jack has well earned the reputation of 
knowing all the answers on marine insurance—and perhaps 
it is more than coincidence that his hobbies are swimming 
and fishing—and that he spent four years in the Navy, 
including a year and a half ona carrier in the South Pacific. 
Jack was educated at Northwestern State College and the 
University of Georgia, and joined the Aetna in 1954. He is 
keenly interested in encouraging young men to enter the 
insurance field, and has lectured on inland marine insurance 
at Multnomah College. 


AETNA INSURANCE GROUP 


AETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY * 
HARTFORD, CONNECTICUT 
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THE WORLD FIRE AND MARINE INSURANCE CO. 
STANDARD INSURANCE CO. OF N. Y. 
Clinton £L. Allen, President 














EVERYONE 
Dll BILITY 


.S 
. 
. 
- 


Your ability to serve and 
: keep your clients informed 
Ne » . of the most modern 
\ : : = 7 protection available places | 
| ; you high on their “most | 
respected” list. 


- 


Wary, rl 7 a Ree \ ¢ Wha RG Thy 
wi / Whi ul 





Your clients are being reminded over TV and radio 
of the dangers of underinsurance. You can tie-in 
with the National Board of Fire Underwriter’s 
campaign by checking your clients files now to de- 
termine if their present insurance has kept pace 
with today’s high replacement costs. Then call on or 
telephone those who are underinsured. Have the sat- 
isfaction of knowing your clients are fully protected. 


UNITED STATES FIRE 


INSURANCE COMPANY 
ORGANIZED 1824 


110 WILLIAM STREET e« NEW YORK, N. Y. 
a member of the 


CRUM & FORSTER GROUP 


of Insurance Companies 


CASUALTY «+ FIRE «© MARINE «+ SURETY 


WESTERN DEPT., FREEPORT, ILL. » PACIFIC DEPT. SAN FRANCISCO + SOUTHERN DEPT., ATLANTA © ALLEGHENY DEPT., PITTSBURGH © VIRGINIA-CAROLINAS DEPT., DURHAM, W. C. 
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Morris Korelitz 
of Wayne, Michigan, was leading 


MEET THE 


manager in both volume and per Keith Kulling 


man basis. of Wayne, Michigan, was leading 


d pro- 





1956 District Leaders 


OF THE LIFE OF VIRGINIA 


These outstanding members of our 
agency organization were top pro- 
ducers in the Combination Division 
in 1956. Their superior performance 
is a source of pride to this Company 
and a credit to the profession of 


life underwriting. 


THE LIFE 


INSURANCE COMPANY 


OF VIRGINIA 


SINCE 1871 ¢ RICHMOND. VIRGINIA 
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Jack L. Linemeyer 
of Detroit #1, was second leading 
associate manager. 


=, § = 
Paul S. Culpepper 
of Augusta, Georgio, was leading 
3 agent, combined production points. 


Raymond R. Janisse 
of Wayne, Michigan, was second 
leading agent, combined produc- 
tion points. 





Dan Wagner 
President 
Houston Branch 


Walt Szwed 
First Vice President 


Detroit Branch 


IN QUALITY BUSINESS 


These five Acacians are tops in the production of quality 
Les Warshell business at Acacia! As a result, they've earned the distinc- 
tion of serving during 1957 as officers of Acacia’s unique 


and justly famed William Montgomery Quality Club. 


Volume alone did not earn these men officerships in Acacia’s 
honor organization. However, each of them is a top pro- 
ducer, having earned membership in the Million Dollar 
George Wrylend, c.L.U. Round Table last year. Yes, with Acacia, with their associates 


Jent 
District of Columbia Branch and with their policyholders—these five Acacians are tops! 


Third Vice 


, 


The members of Acacia’s Quality Club know that “the busi- 
ness that stays is the business that pays.” Under Acacia’s 
Agency Contract quality production pays not for just a few 
years but for as long as the business stays in force. This 
ee S48, lifetime monthly income, plus the twice yearly cash bonus 
“Louisville Branch Acacia pays for quality production, are but two of the many 
reasons why every Acacia Fieldman strives to earn and 
maintain his membership in Acacia’s Quality Club. Small 
wonder we take such great pride in the exceptionally high 
persistency records rolled up by our Fieldmen year after 


year. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 





Howard W. Kacy, President ‘ ! Home Office: Washington, D.C. 
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Fortieth Annual Statement 


December 31, 1956 


7” AMERICAN 
RE-INSURANCE COMPANY 


EDWARD L. MULVEHILL, President 


| 
| 
| 
| 





ASSETS 
Cash in Banks and Office... .. $ 5,117,297 
United States Government Bonds 28,288,420 
United States Government New Housing Authority Bonds 8,758,619 
State and Municipal Bonds , 19,748,256 
Other Bonds LO nee 1,558,865 
Preferred Stocks 1,528,500 
Common Stocks 20,070,564 
Real Estate ‘ag 317,003 
Mortgage Loans ; 34,337 
Premiums in Course of Collection (not over 90 3,983,928 
Accrued Interest. ........... a 423,072 
Other Admitted Assets 322,429 


TOTAL ADMITTED ASSETS $90,151,290 


LIABILITIES 
AND SURPLUS TO POLICYHOLDERS 


Reserve for Outstanding Losses.............. 

wueseeve Toe Uiearted Puente . cok ie bcs bo os Suc dw cee hanes 25,609,445 
Reserve for Funds Held Under Reinsurance Treaties 2,229,901 
Reserve for Commissions, Taxes and Other Liabilities 2,959,993 
Reserve for Loss Balances in Course of Payment. . 1,715,943 
Reserve for Securities Purchased but Undelivered 353,036 


TOTAL LIABILITIES $63,759,793 


ND Oaks arene S ves oyna ou CE $ 4,000,000 
Voluntary Reserve 4,000,000 
Net Surplus 18,391,497 
SURPLUS TO POLICYHOLDERS 26,391,497 


$90,151,290 


Valuation of securities on National Association of Insurance Commissioners basis. On basis of actual market values at 
December 31, 1956 Total Admitted Assets would be $87,097,201 and Surplus to Policyholders would be $23,337,408. Securities 
carried at $1,520,251 in the above statement are deposited as required by law. The sum $2,119,288 held in trust for the pay- 
ment of certain losses is included in “Cash” and reflected in “Reserves for Funds Held Under Reinsurance Treaties”. 


MULTIPLE LINE REINSURANCE 


CASUALTY - FIDELITY - SURETY - FIRE - MARINE - ALLIED LINES 
99 John Street, New York 38, New York 
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"KNOW THIS FELLOW? Whatever he does, he does it 
on impulse. He picks his job, for example, 
the way he buys his hats--and neither one 
fits. You've probably seen him around. He's 
lost right now in a job for which he's teme 
peramentally and professionally unsuited. 


"BUT A MISFIT in one job often can be a success 
in another--if it's geared to his particular 
qualifications. That's why my Company--The 
Union Central Life Insurance Company-—-em= 
ploys the most advanced aptitude testing 
methods in selecting new agents. It's sound 
protection for the agent as well as the 
Company. 


"IN ADDITION, you can expect sincere counseling 
from Union Central's experie 1 and inter 
i 
ested management staff. Thes are men wh 
can virtually eliminate the misfit 
because they have a thorough underst 
of what it takes to be successful and 


in a life insurance career." 


APTITUDE TESTING is just one of many excellent career advantages 
provided by The Union Central. Others include choice of job 
location, thorough training facilities, liberal retirement and 
pension plans, company stability and national reputation, un- 
limited opportunities for advancement in sales, management 
and administration. Moreover, the Home Office supports men 
in the field with promotional material, prospecting procedures 
and sales presentations to fit every type market. So if you’re 
interested, drop us a line and we'll be glad to arrange an 
interview at one of our offices near you. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 
One of America’s great companies—with over 
two billion dollars of life insurance in force! 


@ This ad is designed to be of service to young men contemplating a career in life insurance. 
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‘“Unforeseen events... need not change and shape the course of man’s affairs” 


You can take it with you 


Like the turtle, you carry your protection with 
you...when you’re insured with Maryland 
Casualty Company. Wherever you go, there 
are local independent agents representing the 
Company ready to give you all possible assist- 
ance in time of trouble. 

No matter what your difficulty—auto crash, 
personal accident, hold-up—one of these rep- 
resentatives will give you the same conscien- 


tious service as would the Maryland agent or 
broker in your home community who provid- 
ed you with your insurance protection. 

Supporting this service are Claim Offices in 
strategic locations, available around the clock 
to take care of your needs when a loss occurs. 

Remember: because the Maryland agent 
knows his business, it’s good business for you 
to know him.* 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


*The Maryland does business and has representatives throughout the United States and also in Canada, Alaska, Hawaii, 


Puerto Rico, Virgin Islands, Canal Zone, Panama and Cuba. 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of his knowledge and judgment. 
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Charting a safer course against CANCER... 





Just as the pilots of ships are helped to chart safer curses 
by heeding signals, so, too, have many people been made Were ue " 
safe by recognizing warning signals of possible cancer and Cancer’s Seven Warning Signals 
taking proper action. . Any sore that does not heal. 

. A lump or thickening in the breast or elsewhere, 
. Unusual bleeding or discharge. 
. Any change in a wart or mole. 
. Persistent indigestion or difficulty in swallowing. 
6. Persistent hoarseness or cough. 
7. Any change in normal bowel habits. 


In fact, thousands of people are alive and well today 
because they knew cancer’s warning signs and were treated 
in time. For your own protection, you should know the 
danger signals which are listed here. 

Remember, however, that these signals do not always 
indicate cancer. Rather, they may just be signs that some- 
thing is wrong—and that you should see your doctor 
promptly. If cancer is found, precious time will be gained 
by starting treatment immediately. saved could be increased 50% with weapons now at hand. 











Even if no symptoms occur, it is important to have Medical science is now pushing a total attack against 
periodic health examinations, particularly if you are 35 cancer . . . and progress is being made in both cancer 
years of age or older. Studies show that about 95 percent diagnosis and treatment. Meantime, you have a responsi- 
of all cancers are found in people over 35. bility to yourself and others to: 

If people would act promptly when a danger signal is 1. Have periodic health examinations 
noticed . . . if apparently well people would have their 2. Know cancer’s early danger signals 
doctors examine them regularly . . . the American Cancer 3. Get prompt medical care at once if any danger 
Society believes that the annual number of cancer cases signal appears 





PEON Oe ee ere ee ee ere, This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
H H two colors in magazines with a total circulation 
Metropolitan Life Insurance Company in excess of 32,000,000 including Time, News- 
(A MUTUAL COMPANY) | week, Saturday Evening Post, Ladies’ Home 

in Journal, Good Housekeeping, Redbook, Reader’s 


| MADISON AVENUE, NEw York 10, N. Y. Digest, National Geographic, U. S. News. 
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Bituminous is run by agency men. 
We understand and appreciate the 
problems of agency men. And as specialists 
in compensation and liability lines we know 
you are looking for a carrier with an open-minded, 


forward-looking underwriting attitude, a claim service 





that gives claim service, not lip service, and 
johnny-on-the-spot payroll auditing. 
All this, yes, plus safety engineering that 
reduces accidents, helps keep the rate low, 


makes renewals easy. Get set with 
Bituminous and see. Write today for our 


new booklet, “Safety Is Good Business,” and 
merchandise it for bigger writings. 


BITUMINOUS 
fiz CASUALTY CORPORATION 


BITUMINOUS FIRE AND MARINE INSURANCE COMPANY 
ROCK ISLAND, ILLINOIS 


Specialists in Workmen’s Compensation and Liability Limes 
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Get more then just « 
get the policy wth the 


Temerrew’s Gabe Guth? The Little League in your town may 

future champeon But Bet & thes mere tes cheering trum the setae to ge 
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wees dpe ater a wren 
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Souther Syline...| 957 


FINANCIAL STATEMENT AS OF DEC. 31, 


PER CENT 


Assets 


U. S. Government Securities . . 7.12 
State, County and —_ Bonds _ 10.73 
CE go genic Hig xin eee 1.13 
Public Utilities . «2 eee 
Industrial and Miscellaneous “eg e 
Seogks .. . ae 
Mortgages (First Liens) . 46.09 
Real Estate: 

Offices (including opme . ae 

Investment. . ‘ 1.65 
a re 1.36 
he 1.75 
Interest and Rents Due and Accrued 51 
Premiums inCourse of Collection( Net) 2.01 
Miscellaneous Assets. . . . . .02 


Total Assets 100.0 


1956 
pore nS 

$ 9,984,368.29 
15,049,323,54 
1,588,694.90 
22,722,159.33 
6,069,756.73 
4,957,556.74 
64,645,051.07 


4,990,063.55 
2,316,512.89 
1,913,062.25 
2,457,782.26 
714,781.81 
2,815,726.35 
26,235.08 


$140, 251 074. 19 





. 100.00 
Liabilities and Surplus 


Policy Reserves : 

Claims in Process of Settlement . 
Reserve for Unreported Claims . 
Premiums and Interest Paid in Advance 


$109,320,190.43 
472,114.80 
353,604.15 
985,498.74 


Estimated Amount Due and Accrued for Taxes _ 1,317,631.68 


Reserve for Pensions 
Amounts held as Agent or ‘Trustee . 
Security Valuation Reserve 
All other Liabilities . i 
Total Liabilities Sucan Capital 
Capital and Surplus Funds for further 
protection of ee 
Capital .. pias 
Unassigned Surplus Funds . ore 
Capital and Surplus . 


Total 
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8,414,730.00 
938,862.49 
1,010,463.25 
712,374.66 


$123,525,470.20 


$ 7,000,000.00 
9,725,604.59 


$ 16,725,604.59 
$140,251,074.79 





Throughout the South, growth is the keynote. 
Indicative of this continuing progress are the 
rising skylines of bustling cities—centers of 
service to the prospering agriculture and 
industry of a South on the move. To keep 
pace with the life insurance needs of this 
rapidly growing area, Life of Georgia is 
constantly expanding the scope of its insur- 
ance plans and of its service to policyholders. 


HIGHLIGHTS 
From Annual Statement as of 
December 31, 1956 
LiFE INSURANCE IN FORCE . $1,353,950,781 
Gain of $111,430,826 in one year 


ASSETS . $ 
Increase of $15, 101, 172 over 1955 


PAID POLICYHOLDERS AND 
BENEFICIARIES . . ... 


140,251,075 


14,211,624 


LIABILITIES . . = 3am 52 ere 


Liabilities include policy reserves 


SURPLUS FUNDS AND 


COTTA. a sc wh > SG eee 


WLBT? surance Company 
YGEORGIA 





/ INSURES THE SOUTH SINCE 1891 < 
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Portrait OF A MIND OPENER 
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To open doors to sales, it is often necessary first to open minds to facts. 
Easily one of the most successful “‘mind openers’”’ in the insurance business 
is Penn Mutual’s informative handbook shown above. 


Back of Your on re 
Independence Listing costs at hundreds of colleges, and outlining a plan to meet them 


— a through life insurance, this is the latest edition of a publication first introduced 
in 1937. Several hundred thousand copies have demonstrated its value... 
both as a creator of good will and a maker of sales .. . opening doors and 


minds to Penn Mutual underwriters in every part of the country. 


This is just one of the ways in which Penn Mutual is at work, constantly, 
to help its underwriters to work more effectively, more productively. 





THE PENN MUTUAL LIFE INSURANCE COMPANY + Independence Square, Philadelphia, Pa. 
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Is YOUR future growth 


as sure as his? 


} 
: 


Yes... when your future is tied to 

an organization expanding to help you 
meet the demands of today’s and tomorrow’s 
insurance markets. 


s 
< 


ly 


\ 


Our growing national service network with 
complete multiple line production, underwriting 
and claims facilities will provide every 

modern aid to help you to 


SURVEY your clients’ complete 
insurance needs 


SELL AND SERVICE quality commercial 
and personal accounts 


SPEED CLAIMS handling. 


That is the formula for professional 
performance and profitable progress for you. 


Be sure of both by growing with 


The American Insurance Company 
American Automobile Insurance Company 
Associated Indemnity Corporation 
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Sout 


PROGRESS 


duced $226,104,960 of paid for new business, 27 per cent more than the 


I 


in helping people prepare for the future. 


Southwestern’s field representatives pro- 


1955 total and a record achievement in agency force sales for the 
eighth consecutive year. Insurance in force on December 31, 1956, was 
$1,466,401,879, an increase during the year of $125,882,252. 


PROGRESS 


in helping people fulfill life objectives. 
Policy benefits paid to policyowners and 
their dependents reached a record calendar-year total of $22,262,360, 
and raised to $241,616,948 the total policy benefits paid since the Com- 
pany was organized in 1903. Again in 1956 Southwestern distributed 
more than 10 per cent of all life insurance benefits paid by all companies 


to policyowners and beneficiaries in its home state. 


PROGRESS 


business and public undertakings, the $55,571,522 of new investments 


in helping to build a greater Southwest. 


Financing a great variety of individual, 
made by Southwestern Life during 1956 represents the useful employ- 


ment of policyowner savings in the economic development of the grow- 


ing Southwest. 


PROGRESS 


policyowner’s investment. During 1956, total assets of the company listed 


in increasing the assets which guarantee the 


integrity of the company’s contracts and the 
in the accompanying statement of condition increased by $23,985,432 


and exceeded all present obligations to policyowners and all other liabili- 
ties by $44,806,050. 


SINCE 1903 


*S RAL WOOD, PRESIDENT: HOME or ce.™ 


Southwestern Life Insurance Company 
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4" ANNUAL 
STATEMENT OF CONDITION 


as filed with the Insurance Departments of the states of 
Arkansas, Louisiana, New Mexico, Oklahoma and Texas. 


DECEMBER 31, 1956 


assets 


United States Government Bonds . 
County and Municipal Bonds. 

Public Utility and Corporate Bonds 
First Mortgage Loans on Real Estate . 
Collateral Loans . 

Home Office Building . 

Preferred Stocks . 

Bank Stocks . 

Other Common Stocks . 

Cash . 


$ 43,964,331.11 
27,208, 186.12 
36,460,515.42 
189,541,282.23 
7,058,872.26 
1,650,000.00 
8,858,813.00 
7,192,673.00 
20,145,273.00 
7,178,254.52 


27,947,122.47 
2,071,069.29 
13,761,277.10 


Loans Against Cash Values of Policies 

Accrued Interest and Miscellaneous Assets . 

Net Premiums to Complete Policy Years . 
These are premiums either in process of 


collection or due to be paid during the 
current policy year. Proper offsetting lia- 


bility is included in policy reserves shown 


in the statement. 


TOTAL ASSETS 


liabilities 


Policy Reserves . 
Premiums and Interest Paid i in Advance . 


Reserves for Taxes and Other Liabilities . 


Commissioners Mandatory 
Valuation Reserve 


TOTAL LIABILITIES . 
Surplus Funds for Protection of 


Policyowners Reserve for Contingencies: 


For Investment Valuation . 


For Interest and Mortality Fluctuation 


Capital Stock . 
Surplus . 


TOTAL LIABILITIES AND 
SURPLUS FUNDS . 


Total Capital am Surplus Funds : 


$393,037,669.52 


$329,295,077.58 
3,836,313.59 
4,171,191.70 


10,929,035.97 


$348,231,618.84 


12,253,731.44 
5,052,319.24 
7,500,000.00 
__ 20,000,000.00 


44,806,050.68 


$393, 037,669.52 


Stocks in this statement are valued at closing market prices 
on December 31, 1956, and bonds at amortized values as 
prescribed by the National Association of Insurance Com- 
missioners in its valuation report adopted by the Insurance 
Departments of most states. 
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vested renewal 


checks” 


does an annual retirement income of *12,000 interest you? 


Many agents are enjoying high incomes and are 
building up enviable retirement funds with the 
vested renewal program offered by the Combined 
Group of Companies. 


Why not you? 


The key to successful selling in the health-and- 
accident field is in specializing. Here, for 
example, is what a “specialist” can do with 
Combined’s Union Labor Plan: in only 10 years, 
an agent can build a retirement income of over 
$12,000 a year, while accumulating commissions 
of over $125,000.00 during those 10 years. And 
this is just one of the Combined package plans 
available —all with equal or greater income 
and retirement potential. 


To qualified agents, Combined offers: personalized 
sales training in specialty selling, counsel in 
selection of the Combined ‘package plan’ best 
suited to you, valuable merchandising aids, in 
fact, ‘the whole ball of wax’ to make you a 
successful health-and-accident specialist. 
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Don’t delay. Find out now how Combined can 
put you on the road to success and future 
security. Mail the coupon—today—for the 
Combined story. 


Combined Group of Companies, W. Clement 
Stone, President: Combined Insurance Company 
of America, Chicago; Combined American 
Insurance Co., Dallas; Hearthstone Insurance 
Co. of Massachusetts, Boston; First National 
Casualty Co., Wisconsin. 


Find Out What Combined Can Do For You 


Combined Insurance Co. of America, Dept. 31 


5316 Sheridan Road, Chicago 40, Illinois 


Gentlemen: Please send me the Combined story for 
agents and agencies. 
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LIVING INSURANCE IN ACTION 


The Man from Equitable with an “interest” in 19 businesses 


After lunch recently, a friend asked the Man from 
Equitable if he had an interest in any business besides 
insurance. The Man from Equitable thought a minute, 
smiled and said: “Yes, 19 of them!” He was joking, of 
course. What he meant was that he had provided life 
insurance plans to protect 19 businesses against the 
financial loss of a valued partner, key man, or an impor- 
tant executive so that the business could be continued. 

Later on, the Man from Equitable thought some 
more and realized that the most gratifying part of his 
work was helping other people. Helping them with 
their businesses; helping them to buy new homes; help- 
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ing them to put their children through college. 

And just as gratifying was his role in the community. 
Organizing the bazaar; leading the Cub pack; soliciting 
for the Cancer Fund. These were things he did that 
made him welcome as the Man from Equitable wher- 
ever he went. 


Living Insurance 
ry EQUITADIE, sew vr 


The Equitable Life Assurance Society of the U.S., 393 Seventh Ave., New York 1, N.Y. 
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Trustees — Directors 


FRANKLIN B. TUTTLE MILES F. YORK 
Chairman of the Board President 


J. ARTHUR BOGARDUS 
The Atlantic Companies 


ELLSWORTH BUNKER (on /eave) 
Ambassador to India 


GEORGE A. BUTTS 


Boston, Massachusetts 


JOHN B. CLARK 
President, Coats & Clark Inc. 


WILLIAM M. CRUIKSHANK 
Honorary Chairman of Board, Cruikshank Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge Corporation 


WILLIAM F. C, EWING 
Chairman of the Executive Committee 
Mobasco Industries, Inc. 


RAYMOND H. FOGLER 
President, Board of Trustees, University of Maine 


J. PETER GRACE 
President, W. R. Grace & Co 


E. ROLAND HARRIMAN 
Brown Brothers Harriman & Co 


J. FRANK HONOLD 
Vice-President, The Chase Manhattan Bank 


J. JOHNSON 
Chairman of dhe Ote McAllister & Company 


RICHARD H. MANSFIELD 
Vice-President, Rockefeller Center, Inc 


CLARENCE G. MICHALIS 
Chairman, The Seamen's Bank for Savings 


JUNIUS S. MORGAN 
Director, J]. P. Morgan & Co., Ine. 


THOMAS A. MORGAN 
New York 


THOMAS I. PARKINSON 
New York 


MARVIN PIERCE 
Chairman of Board, McCall Corporation 


MAX J. H. ROSSBACH 
J. H. Rossbach & Bros. 


GEORGE M. SCHURMAN 
President, The National Bag Corporation 


JOHN E. SLATER 
Partner, Coverdale and Colpits 


JOHN SLOANE 
New York 


HERRIOT SMALL 
Vice President, The Atlantic Companies 


J. BARSTOW SMULL 
Partner, ]. H. Winchester & Company 


BENJAMIN STRONG 
President, United States Trust Co. of New York 


ALAN H. TEMPLE 
Executive Vice-President, 
The First National City Bank of New York 


JOHN C. TRAPHAGEN 
Chairman of Board, The Bank of New York 


LANGBOURNE M. WILLIAMS 
President, Freeport Sulphur Company 


CHARLES T. WILSON 
Chairman of Board, Charles T. Wilson Company, Inc. 





Home Office: 770 Broadway 


Business Established 1842 


THE ATLANTIC COMPANIES 


Marine, Fire and Casualty Insurance 


CONDENSED STATEMENTS AS OF DECEMBER 31, 1956 


From reports made to the New York State Insurance Department 


Atlantic Mutual Insurance Company 


ADMITTED ASSETS 
Cash in Banks and in Offices 
Securities : 
United States Government . 
Other Bonds 
Preferred Stocks 


Common Stocks . . . . . 12,709,082 


Stock of Centennial Insurance Company 

(owned 100% ) 
Premiums Receivable not over Three ‘Months Due 
Other Assets 


Total 


, ee LIABILITIES 
Claims and Claims Expense . $14,280,103 
Unearned Premiums. .. . 15,558,898 
Expenses and Taxes . . ‘ 1,083,996 
Reinsurance in Non-Admitted 
Chee ys 5 cea 387,961 


Miscellaneous . . 388,999 


Cash Dividends Dadian bess not Deb . 
Other Liabilities 


Reserve for Fluctuation of Secur- 

ity Values and other Special 

Reserves . Via . 
Voluntary Reserve . . ... 384,491 
Guaranty Fund .... zs poe 


Surplus cf <gaey ; ,000,000 


SURPLUS AS REGARDS POLICYHOLDERS . 
Total 


$ 6,225,825 


47,420,169 


6,463,846 
1,995,491 
3,794,313 
$65,899,644 


$31,699,957 
2,225,395 
4,787,649 
$38,713,001 


27,186,643 
$65, 899, 644 


United States Government Bonds carried at $920,653 are deposited 


for purposes required by law 


Securities are carried at values prescribed by the National Association 
of Insurance Commissioners. On the basis of December 31, 1956 actual 
market quotations for all securities owned, total Admitted Assets would 


amount to $63,073,318 


Centennial Insurance Company 


ADMITTED ASSETS 
Cash in Banks and in Offeces 
Securities: 
United States Government. . $ 7,414,884 
eG ee ee ee 3,876,628 
Preferred Stocks . . . . . 555,400 
Other. . cuag 2,794,501 


Premiums Ratshehte not over Three Siete Due 


Other Assets 
Total 


Reserves: LIABILITIES 


Claims and Claims Expense $ 4,760,034 
Unearned Premiums. . .. 5,186,300 
Expenses and Taxes . . . 361,541 
Reinsurance in Non-Admitted 

a 237,836 


Miscellaneous . . .... 62,065 


Other Liabilities . . . . .. 


Reserve for Fluctuation of Secur- 

Vee a. 6k we. See 
Voluntary Reserve . . — 824,000 
J aoe 1,500,000 


ee ee ee oS Baar 3,677,426 


SURPLUS AS REGARDS POLICYHOLDERS . 
Total 


$ 2,094,436 


14,641,413 
1,822,714 
1,344,663 

$19, 903,226 


$10,607,776 
2,831,604 
$13,439,380 


6,463,846 
$19, 903, 226 


United States Government Bonds carried at $1,101,902 are deposited 


for purposes required by law 


Securities are carried at values prescribed by the National Association 
of Insurance Commissioners. On the basis of December 31, 1956 actua! 
market quotations for all securities owned, total Admitted Assets would 


amount to $19,037,517. 


« New York 3 (Temporary Address) 
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“think wubtiplo-ling 
roprospactotion it the fincst 


says Kenneth H. Martin of Enid, Oklahoma 


representing The Travelers since 1948. 


“T believe that a multiple-line connection is im- 
portant to any agent because you never have to turn 
away from a prospect after one “No’ answer. If he is 
not interested in Casualty insurance, I can switch 
my line of presentation to Fire or Marine. If he is 
not interested in Life insurance, I can talk about 
Accident or the Business lines. The beautiful part 
about multiple-line is that one does not need to 
change his story. I can start with The Travelers and 
continue to impress on the prospect the name of one 
of the largest insurance companies in the world. If 
I had to talk about a different company on each line 
of insurance, I would have to resell the prospect 


constantly during the interview. 


Mr. Mittarp T. Wuitson, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 


Please send me further information concerning 
Travelers Multiple-Line Representation. 


Name 
Street. 


State_ 


“I have frequently said that no higher job goal 
can be attained than having a multiple-line agency 
with The Travelers. I think the prestige and the 
ease of doing business in this manner offer an un- 
beatable combination of dollars and cents value and 
personal satisfaction. That is why I say that repre- 
senting The Travelers with a multiple-line franchise 
is the finest investment that any agent can make.” 

It will take a very small investment of your time 
to get details of the kind of multiple-line representa- 
tion that Kenneth Martin and thousands of other 
Travelers agents are enjoying. Why not get in 
touch with the nearest Travelers branch oflice or 


general agency or send us the attached coupon. 


HARTFORD 15, CONNECTICUT 
x EAMILY : NDEp, 


(e) . . . 
* All forms of personal and business insurance 
" including Life + Accident + Group + 


Oy, Trt Automobile + Casualty + Fire + Bonds 
Gm THe TRAY ¥ 
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1956—The Year for Fire Losses 
HE results of capital stock fire insurance 

companies in 1956, as presented by the 1957 
“Fire Index,” can be summed up in one word— 
losses. The losses incurred was the only major 
item among the aggregates which showed an in- 
crease in excess of $100 million for 1956 over 
1955. The losses incurred item increased $282,- 
855,960 to $2,268,608,915. The loss ratio to pre- 
miums written of 62.6 per cent was at the high- 
est rate in over a decade. 

Despite the fact that economy by management 
held the expense ratio down to 42.0 per cent 
only slightly above that of 1955 at 41.9 per cent 

-the heavy losses caused an underwriting defi- 
cit of $166,929,761. This large underwriting loss 
contrasted with a profit of $80,109,020 in 1955 
and one of $122,100,356 in 1954. In 1954 there 
was an underwriting profit of 3.6 per cent; in 
1955 a profit of 2.3 per cent; but in 1956 the 
underwriting loss was 4.6 per cent. 

For the record it may be noted that the total 
assets at the end of 1956 were $10,076,680,640, 
whick was an increase of only $40 million over 
the previous year’s end. Surplus to policyholders 
at $5,171,195,248 was $40 million less than it was 
at the end of 1955. Premiums written, according 
to the “Fire Index,” totaled $787,236,515,000 
which was an increase over 1955 of only $67 
million. The small increase in assets and the loss 
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in surplus, primarily are due to the high losses. 
Stock values at the end of the year, as compared 
with those at the beginning, of course, was an 
important influx. 

Elsewhere in this issue, an analysis in detail 
of the record in 1956, as disclosed by THE SPEC- 
TATOR’S 1957 “Fire Index,” is given. Some im- 
pressions gleaned from the table of comparative 
aggregates are presented herewith. They may 
enable some appreciation of the factors which 
developed final results. 

As in the past several years, premiums of the 
casualty lines of fire insurance companies in 1956 
increased and so did their proportion to total 
premiums. In 1956, premiums for casualty lines 
amounted to $797,484,000 or 21.1 per cent of the 
total. In 1955 at $545,308,000 premiums were 
14.7 per cent of the total received. 

The ratio of losses paid to premiums written 
for casualty lines in 1956, was 35.8 per cent. The 
losses paid ratio for all lines in 1956 was 50.3 
per cent. In 1955 the loss paid ratio of casualty 
lines of the fire companies was 38.7 per cent, as 
contrasted with the losses paid ratio of all lines 
of 46.3 per cent. 

Automobile premiums in 1956 totaled $1,190,- 
347,000 or 30.6 per cent of the total premiums 
written. In 1955, $1,247,975,000 automobile pre- 

Continued on page 80 
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spectator’s daily reports 


selected news items from industry and business of importance 





Capitol Headlines by Ray Stroupe 


Agents for life insurance firms control their own working 
hours. Their pay and working time are not directly related. Mak- 
ing these points, American Life Convention and the Life Insur- 
ance Assn. of America ask Congress to retain the outside-salesmen 
exemption in the federal wage-hour law. 

Thousands of self-employed farmers with new social security 
coverage are claiming their benefits. Before the end of February, 
more than 180,000 sent claims to the government. So far, filings 
vastly outnumber payments. It takes the Social Security Admin- 
istration about six weeks to approve a claim. 

Jet plane pilots flying faster than sound may cause the govern- 
ment greater expense. Rep. Simpson, R., Ill, has a bill to aid 
owners of property damaged when government-operated jets cause 
sonic shock waves. Owners would be able to enter damage suits 
in U.S. district courts. 

Many state insurance departments have successfully traced 
persons overcharged for auto collision insurance. A Senate group 
discovers scant response from policyholders to letters prepared 
by the insurers themselves. But response to letters written or 
dictated by state officials has been good. 

Payments from the federal social security fund are approaching 
the level of receipts. Total income was just 18 pct ahead of outgo 
in 1956. The difference was about $1 billion. Current amount in 
the fund is approximately $23 billion. 

Federal guidance for programs to reduce traffic deaths is urged 
by Sen. Johnson, D., Tex. He sponsors a bill to create an Auto- 
mobile and Highway Safety Division in the U. S. Health, Educa- 
tion, and Welfare Dept. It would promote car and highway design 
research and work with state and local safety agencies. 

Portions of the federal flood insurance law may be reviewed in 
Congress. Sen. Kennedy, D., Mass., sponsors S. 1656, to end the 
rule that states must pay half the subsidy after mid-1959. Also, he 
would require federal payments into the disaster insurance fund 
only when needed to pay claims. 

Arguments for public disclosure of employee welfare and pen- 
sion funds are renewed by U. S. Labor Secretary Mitchell. He 
takes the position that chances for racketeering would be lowered 
by reporting of the funds. A bill, S. 1122, to require reporting 
awaits attention of the Senate Labor Committee. 

Title insurance firms may benefit from a new Internal Revenue 
Service ruling on certain reinsurance reserve funds. A title firm, 
IRS now holds, may treat as unearned premiums those portions 
of original premiums set aside as reserves from June 1, 1938, to 
May 31, 1945, under the New York State Insurance Law. 

Income taxes will be collected on interest earned on GI life 
insurance dividends deposited with the Veterans Administration. 
The government decision to collect the taxes is a new one. Remain- 
ing tax-free are the dividends themselves, which customarily are 
paid to the policyholders. 
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March 1—Grants from the insti- 

tute of Life Insurance will 
help provide 500 scholarships to 
enable teachers from all parts of 
the nation to attend workshops 
in family finance this summer. 
Workshops are sponsored at 14 
different universities by the Na- 
tional Committee for Education in 
Family Finance. 

Additional financial assistance 
was given by the Puerto Rican 
Life Companies Committee to help 
establish a new workshop at the 
University of Puerto Rico. The 
Life Companies Committee repre- 
sents 21 U. S. and Canadian life 
companies doing business’ in 
Puerto Rico, including one com- 
pany domiciled on the island. 

The summer workshop program 
of the National Committee for 
Education in Family Finance, now 
in its eighth year, sets a new rec- 
ord in 1957 both in the number of 
universities participating and the 
number of scholarships available. 


Mortality in 1956 

March 1 — In 1956, mortality 

among the industrial policy- 
holders of Metropolitan Life con- 
tinued at the record low level ex- 
perienced in the preceding two 
years. The death rate for all ages 
combined was 6.2 per 1,000 in each 
of the past three years, compared 
with 6.5 in each of the three years 
1951-53. 

Since 1911, the earliest year in 
this insurance experience, the 
death rate has been reduced by 
about half. When allowance is 
made for the increase in the aver- 
age age of these insured lives, the 
improvement is about two thirds. 

During 1956 there were 111,000 
deaths reported among the com- 
pany’s industrial policyholders. If 
the death rates by age in each 


THE SPECTATOR 





for insurance men 








color-sex group had been the same 
as those prevailing in 1911, there 
would have been 302,000 deaths 


by PAUL WOOTON 
Member, Chilton Editorial Board 


among these insured. Thus, about 
191,000 deaths were postponed in 
1956 because of the improvement 
in mortality since 1911. 


Three Policy Trends 


March 11— Three policies were 

announced in recent weeks 
which marked significant trends 
in the development of complete 
and packaged protection. 

Continental Casualty added au- 
tomobile and A & H to the home- 
owner’s package. The company’s 
new Family Protection Policy 
covers: dwelling buildings, per- 
sonal property, automobile physi- 
cal damage, personal and auto 
liability, and accident and health. 

Written for a five-year term, 
the policy is being sold in 17 
states. 

The problem of providing hos- 
pital and medical benefits for 
policyholders over age 65 was 
attacked in the other two an- 
nouncements from Prudential and 
New York Life. 

The Prudential released infor- 
mation on one hospital and surgi- 
cal expense plan, issued through 
age 55, which becomes paid-up for 
life, with reduced benefits, after 
65. Another policy, issued through 
age 75, may continue for life as 
long as premiums are paid. Both 
have optional deductible features. 

New York Life announced hos- 
pital and surgical insurance for 
older persons in which the life- 
time coverage benefits remain un- 
changed during continuance of the 
policy. Policyholders will have 
right to renew, despite changes in 
health status, although the com- 
pany does reserve the right to re- 
vise premiums by classes. The 
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WASHINGTON TRENDS 


REASURY and Federal Re- 

serve officials are applauding 
the efforts of the life insurance 
companies to bring home to in- 
dividuals the benefits of increas- 
ing the volume of savings. Those 
in the forefront of the fight on 
inflation like the simple and 
easily understood approach in 
which it is pointed out that all 
that is needed to stabilize the 
situation is an increase of five 
per cent in the amount of dis- 
posable income saved. Since 
there is $400 billion of insurance 
in force, policyholders have a 
great stake in preventing de- 
preciation in the value of the 
dollar. 

The average individual is in- 
clined to think that there is 
nothing he can do to influence 


a $412 billion economy. Life 
insurance advertising and slips 
in premium notice envelopes are 
pointing out that inflation can 
be stopped in its tracks by in- 
dividuals. All they have to do is 
to put an additional five per cent 
in their savings accounts. As 
trustees for 106 million policy- 
holders life insurance executives 
feel they should exert leadership 
in the effort to check inflation. 


President Ejisenhower’s pro- 
posal that a_ thorough - going 
study be made of national mone- 
tary policy has the support of 
insurance executives. They feel 
that as large lenders there 
should be life insurance company 
representation on the proposed 
commission. 





greatest sales 
Weaver, executive vice president 


policies under this plan have a 
$25 deductible. 


General Lines Men 


March 19—Selling life insurance 


through general lines insur- 
men provides one of the 
vehicles, John 


United States Life, told 


LIAMA’s Agency Management 
Conference in Chicago. 

Mr. Weaver referred to “ex- 
cessive financing” as “one of the 
greatest curses of the business 
today.” He suggested that “doing 
business through general insur- 
ance men can help us get rid of 
this curse.” 

Continued on page 34 
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Daily Reports 


Continued from page 33 


About the same time, Continen- 
tal Assurance announced a similar 
idea. It put on a two-week train- 
ing conference April 1-12 for 
teaching the fundamentals and 
techniques of brokerage develop- 
ment on a group basis. 

The course is intended to relieve 
general agents and managers of 
the initial training they ordinarily 
give brokerage supervisors. 


International Speakers 


March 20—Adolf A. Berle, for- 

mer assistant Secretary of 
State now on faculty at Columbia 
University, heads the list of 
speakers for the University of 
Pennsylvania’s May 20-22 Inter- 
national Insurance Conference. 
Berle’s topic will be “The Rela- 
tionship of Government to Private 
Enterprise.” 

Other speakers scheduled for 
the Conference, which celebrates 
Wharton School’s 75th Anniver- 
sary, are: Basil MacLean, presi- 
dent of Blue Cross Association, 


who speaks on “The Community 
Association Approach to Health 
Insurance”; Donald M. Hobart, 
senior vice president of Curtis 
Publishing Company, who dis- 
cusses research on what general 
public thinks of insurance; Walter 
Klem, senior vice president of 
Equitable Life Assurance, and 
Erwin H. Luecke, vice president 
of America Fore Group, who will 
discuss marketing trends in life 
and property insurance, respec- 
tively. 


Canada Life Sales 


March 21—Sales of life insurance 
in Canada boomed in the 
first two months of 1957. Total 
sales were $765.4 million, nearly 
one-third higher than the record 
made in the same period in 1956. 
Spectacular gains were made in 
group life sales which at $158.2 
million were up 117 per cent. 
Ordinary life which comprises 
almost 80 per cent of all business 
written was more than 22 per 
cent above sales in the first two 
months of last year. Industrial 
insurance continued to deziine, 
sales being about 20 per cent 
below the previous year. 


Percentage increases in sales 





Allstate Names Life Officers 


Calvin Fentress, Jr., chairman 
of the board of the Allstate Insur- 
ance Companies, has announced 
that the necessary documents 
have been filed with the Illinois 
Insurance Department at Spring- 
field for the organization of the 
Allstate Life Insurance Company. 

Plans are to complete the organ- 
ization as rapidly as possible and 
to begin sale of life insurance at 
an early date, Fentress said. 

The Allstate Life Insurance 
Company, Fentress continued, will 
be capitalized for $5,000,000, with 
$1,000,000 as capital and $4,000,- 
000 as surplus. It will be owned 
solely by Allstate, which in turn 
is a subsidiary of Sears, Roebuck 
and Co. Allstate’s assets at year’s 
end were in excess of $379,000,000. 

Fentress said Allstate’s plans 
are for Clarence B. Kenney, long 
time executive and senior vice 
president of the Allstate Insur- 
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Edward J. Mullen 


Clarence B. Kenney 


ance Company, to head up the new 
life company as president. ‘Davis 
W. Ellis, who has been sales vice 
president of Allstate, will be vice 
president in charge of sales de- 
velopment for the new company, 
while Edward J. Mullen, with 
many years of experience in the 
life insurance field, will be ac- 
tuary. 

The new company will be lo- 
cated in Skokie and will utilize 
space in the same building hous- 
ing the other Allstate insurance 
operations. 


of ordinary life insurance in the 
first two months of 1957 varied 
widely in different provinces. The 
Prairie Provinces were substan- 
tially above the Canadian average 
of 22 per cent. In Saskatchewan 
the increase was 50 per cent over 
1956, Alberta 32 per cent, and 
Manitoba 27.5 per cent. Ontario, 
with an increase of 26 per cent 
and Prince Edward Island with 60 
per cent, were also above average. 

Provinces that had increases 
below the national average were 
British Columbia with a 20 per 
cent increase, Quebec with 13 per 
cent, New Brunswick 18 per cent, 
New Foundland 8 per cent and 
Nova Scotia 10 per cent.—Lillian 
Millar 


Medicare at Million 


March 25—Medicare benefits are 

already close to $1 million a 
month in the 17 states adminis- 
tered by Mutual of Omaha, Gale 
Davis, vice president 
announces. 

Medicare (Military Dependent’s 
Medical Care Program) began 
December 7 with benefits of 
$63,000 that month. In the first 
three weeks of March payments 
reached $743,000. 

Medicare, divided between Mu- 
tual of Omaha for 17 states and 
the Blue Cross Commission in the 
31 other states and District of 
Columbia, was authorized by Con- 
gress last year to pay for care 
in private hospitals for wives and 
children of service men on active 
duty. 


company 


Lost—$2 Billion 


March 27—Almost $2 billion in 

production time is lost annually 
because of prolonged illness and 
absence from work. The cost to 
employees in private industry 
reaches 13 per cent of their 
annual income—a total of $800 
million in lost wages, plus per- 
sonal medical expenses. 

The Research Council for Eco- 
nomic Security announced these 
figures upon completion of a five- 
year study of non - occupational 
illness. It revealed that prolonged 
illness (more than four weeks) 
struck employees at the rate of 

Continued on page 36 
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NEW MORTGAGE LOANS 
Source: Federal Savings and Loon insurance Corp. Estimote bosed 
waLions on reports of savings ond loan associations holding about 90% of 
oggregote resources of ali such institutions in the United Stotes 
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Hartford, Connecticut. The Trav- 

elers has purchased the 650 
and 670 Main St. property of the 
Aetna Fire Group. Property in- 
cludes three buildings. 


New York, New York. Teachers 

Insurance and Annuity Asso- 
ciation has leased space for home 
office operations in the new 27- 
story office building to be known 
as 730 Third Avenue, now under 
construction. Architects: Carson 
and Lundin. Builder: Turner Con- 
struction Co. 


Millville, New Jersey. Prudential 

plans a million dollar regional 
office containing about 65,000 
square feet, on 45-acre site. Large 
areas of glass set off by porcelain- 
enameled aluminum panels will be 
used for exterior walls. Plans also 
call for a patio and reflecting pool, 
and extensive parking facilities. 
Architects: Frank Grad and Sons, 
Newark; John A. Fletcher, Vine- 
land, associate. 


Waycross, Georgia. Bankers 

Health and Life formally 
opened new district office build- 
ing on March 8. 


Lansing, Michigan. Michigan Mill- 

ers Mutual plans to move this 
year to new home office building 
now being constructed. Present 
quarters have been put up for 
sale. 


Battle Creek, Michigan. Federal 

Life & Casualty has pur- 
chased the former Montgomery 
Ward & Co. retail store location 
for expansion of operation. Two- 
story structure contains 25,000 
square feet of space. 
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Insurance Building Facts 


Cincinnati, Ohio. Western and 

Southern Life plans a $2.5 
million addition to its main office 
building to house expanding elec- 
tronic equipment, kitchen and 
cafeteria, and employee lounges. 
New building will be connected 
with present annexes by four- 
level bridge. Architects: Hake 
and Hake, Jr. 


Pacific Branch 


SAN FRANCISCO, CALIFORNIA. Dedica- 


tion ceremonies were held April 9 for new 


Pacific Department offices of America 
Fore. Seven-story structure features ceiling- 
to-floor windows. | Architects: Hertzka & 
Knowles. General contractor: Cahill 
Brothers. 


Louisville, Kentucky. State Insur- 

ance of Kentucky has _ pur- 
chased site for erection of four- 
story home office building. 


Chicago, Illinois. Federal Life oc- 
cupied its new home office 
building on April 1. 


Fort Wayne, Indiana. Lincoln Na- 
tional Life has announced 
construction of a new _ service 





building. With 45,000 square feet, 
structure will provide space for 
garage, storage of older records, 
and supply center. Architect: 
Holabird and Root and Burgee, 
Chicago. 


Indianapolis, Indiana. American 

United Life, building a home 
office addition, will also raze a 
block of old houses to provide off- 
street parking facilities for em- 
ployees. Park-like landscaping is 
planned. 


St. Louis, Missouri. Life and Cas- 
ualty Insurance of Nashville 
is constructing new one-story dis- 
trict office building. Architect: 
Arthur B. Rathert. General con- 
tractor: Elam Construction Co. 


Des Moines, Iowa. North America 

Companies have announced 
formal opening of new Iowa- 
Nebraska service office. One-story 
brick structure with stone trim 
provides 9,000 square feet of space 
and is designed for addition of 
second story. 


Dallas, Texas. Dealers National 

has moved into newly reno- 
vated home office building. Struc- 
ture contains 15,000 square feet. 


Dallas, Texas. Southland Life an- 
nounced letting of three more 
contracts for mechanical and elec- 
trical work on Southland Center. 
Project includes 42-story home 
office tower for company and 28- 
story tower leased to the Sheraton 
Corporation for hotel facilities. 
Architects: Welton Beck and 
Associates. General contractor: 

J. W. Bateson Co. 
Continued on page 81 
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Daily Reports 


Continued from page 35 


39 per 1,000 on the payroll. Aver- 
age duration of these illnesses 
was 10.9 weeks. 

Estimated costs of prolonged 
illness, as shown in the study, are: 

Medical costs of $700 million, 
of which $266 million are medical 
payments by workers; 

More than $1 billion paid out 
by companies in sickness compen- 
sation and paid sick leave; 

Average production loss is 8.6 
persons (full time) for a full year 
per 1,000 on the payroll; 

Production lost is the work of 
453,000 men for a full year. 


Life Payroll—400,000 


March 28—A record 412,100 men 

and women were employed 
full time in the life insurance 
business at the start of this year, 
Institute of Life Insurance re- 
ports. 

This is nearly 60 per cent more 
than the number employed at the 
end of World War II. At the same 
time, 173 per cent more life insur- 
ance in force is serviced today 
than 12 years ago. 

“At least one in every 140 civil- 
ian, non-agricultural workers in 
America is in the life insurance 
business today,” the Institute com- 
mented. “The amount of life in- 
surance serviced per employee in 
both the field and head offices is 
now nearly twice what it was in 
1945.” 

Of life personnel employed at 
the start of this year, 133,200 
were in the home offices, 42,100 in 
agency and branch offices and 
236,800 in sales and service forces. 
The home office employees, up 65 
per cent since 1945, now service 
$3,120,000 of insurance in force 
per worker, compared with $1,- 
890,000 twelve years ago. 


March 30—Today the oldest an- 
nuitant on the books of the 
nation’s life insurance companies 
celebrates her 104th birthday. 
Miss Sarah A. Walker, who was 
born March 30, 1853, in Wayland 
(then Marshall), Iowa, and now 
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Hall of Fame 


THE INSURANCE HALL OF FAME was established March | in Columbus, Ohio, 
by Ohio State University and the Charles W. Griffith Memorial Foundation for 
Insurance. First three names inscribed on the silver scroll were Benjamin Franklin, 
founder of the first incorporated fire company in America, Elizur Wright, who 
developed net valuation reserve tables and became commissioner for first state 
insurance department, and Dr. Solomon S. Huebner, emeritus professor of insurance 
at University of Pennsylvania who developed insurance education on the university 
level. Selection of these three was made by about 50 of today’s leaders from all 
parts of the insurance profession. Shown above at the founding ceremonies are (left 
to right): Walter L. Smith, Jr., secretary-treasurer of Philadelphia Contributionship 
who accepted the medal for Franklin; Dr. Novice G. Fawcett, president of Ohio 
State University; Ohio's Governor C. William O'Neill; Dr. Huebner; and Joseph A. 
Humphreys, Massachusetts commissioner who received Elizur Wright's medal. 





lives in Los Angeles, California, 
has already received $2.50 for 
each $1 invested in the annuities 
in 1919 when she was 65. She 
bought three small annuities to 
supplement her other income re- 
sources and has been drawing in- 
come checks for 38 years. 

At last count, there were 600 
annuitants who had reached 95 
years of age, and 40 of these were 
centenarians. 


Post-Grad CLU 


March 31—More studies for CLU’s 
are planned with development 
of a national program of graduate 
education for Chartered Life 
Underwriters by a committee un- 
der Paul A. Norton, CLU, vice 
president of New York Life. 

The subject of continuing edu- 
cation for CLU’s at a professional 
level has been under discussion 
for several years, and is based 
partly on the phenomenal success 
of the summer Institutes con- 
ducted by the American Society. 
Although three CLU Institutes are 


to be held this summer, all of them 
were oversubscribed before Janu- 
ary 1. 

Sentiment for a program of ad- 
vanced studies has been strong 
among CLU’s; and a recent sur- 
vey of the membership of the 
American Society revealed the 
fact that more than three out of 
four favored the development of 
a program of continuing educa- 
tion. 

Although subject areas and 
plan of operation remain to be 
determined, any program of grad- 
uate education for CLU’s would 
probably consist of refresher 
courses plus expansion of mate- 
rial now covered in the CLU cur- 
riculum together with related sub- 
jects that would be of value in 
equipping a Chartered Life Un- 
derwriter to serve his public. 


And in the Future 


Apr. 2—Meeting, League of Life Insurance 
Women, Equitable Building, New York. 
Apr. I1-13—Annual meeting, Home Office 
Life Underwriters Association, Green- 
brier, White Sulphur Springs, W. Va. 
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Apr. 15-17—LIAMA Accident and Sickness 
Meeting, Edgewater Beach Hotel, Chi- 
cago. 

Apr. 20-26—12th National Industrial Health 
ee ate Kiel Auditorium, St. Louis, 

o. 

Apr. 25-26—Special Conference, American 
Management Association, Systems Plan- 
ning and Control, Hotel Roosevelt, New 
York. 

Apr. 28-May I—NAIA National Board of 
State Directors, mid-year meeting, Den- 
ver, Colo. 

Apr. 28-May !|—Annual meeting, Chamber 
of Commerce of U. S., Washington, D. C. 

Apr. 29—"Insurance Breakfast,” 45th an- 
nual meeting, Chamber of Commerce of 
U. S., Statler Hotel, Washington, D. C. 

Apr. 29-30—National Association of Life 
Companies, 3rd annual convention, 
Marott Hotel, Indianapolis, Ind. 

Apr. 29-May |—LIAMA Combination Com- 
panies Conference, Hollywood, Fla. 

May 1|-5—7th annual convention, National 
Association of Public Insurance Adjusters, 
Saxony Hotel, Miami Beach, Fla. 

May 2-3—American Life Convention re- 
gional meeting, Ambassador Hotel, Los 
Angeles. 

May 6-8—Convention, National Association 
of Independent Insurance Adjusters, Palm 
Springs, Calif. 

May 8—Luncheon, annual meeting, Health 
Insurance Association of America, Shera- 
ton-Park Hotel, Washington, D. C. 

May 9-l0—Spring Insurance Conference, 
American Management Association, Hotel 
Statler, New York. 

May 1!0—Fraternal Insurance Counsellors 
Association meeting, Sherman Hotel, 
Chicago. 

May 13-15—LIAMA Agency Officers Round 
Table, Hot Springs, Va. 

May 13-15—Annual meeting, National As- 
sociation of Insurance Brokers, St. Louis, 
Mo. 

May 13-146—Inter-American Conference, 
National Association of Life Under- 
writers, San Juan, Puerto Rico. 

May 19-22—Annual Conference, Insurance 
Accounting and Statistical Association, 
Palmer House, Chicago. 

May 20-2i—American Life Convention re- 
gional meeting, Hartford, Conn. 

May 20-24—Lecture courses on life in- 
surance medicine, Board of Life Insurance 
Medicine, Hartford, Conn. 

June 5-7—CLU examinations, by American 
Colleae of Life Underwriters. 

June 10-12—75th anniversary meeting, 
South-Eastern Underwriters Association, 
Hot Springs. Va. 

June 10-13—National Association of In- 
surance Women Convention, Sheraton 
Hotel, Philadelphia. 

June 10-14—88th annual meeting, National 
Association of Insurance Commissioners, 
Chalfonte-Haddon Hall, Atlantic City, 
N. J. 

June 12-15—International Association of 
A & H Underwriters Convention, Lowry 
Hotel. St. Paul, Minn. 

July 25—Executive committee meeting, 
American College of Life Underwriters, 
New York. 

Sept. 8-11—Annual meeting, International 
Claim Association, Chalfonte - Haddon 
Hall, Atlantic City, N. J. 

Sept. 15-20—National Association of Life 
Underwriters, annual convention, Shera- 
ton-Cadillac and Statler Hotels, Detroit. 

Oct. 1-3—Chartered Property and Casualty 
Underwriters, annual meeting and semi- 
nars, Waldorf-Astoria Hotel, New York. 
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Company News Corner 


Wichita National Life has been 
organized with a capital and 
surplus of $105,000. Home of- 
fice is at Lawton, Okla. Loyd 
B. McClung is president. 

Unity Mutual Life of New York 
is the new name for Unity Life 
and Accident Insurance Asso- 
ciation, making it now a mutual 
life insurance company. 

State Insurance of Kentucky has 
been named reinsuring agent 
for the hospitalization and med- 
ical service business of Repub- 
lic Casualty. An order of liqui- 
dation of Republic Casualty has 
been approved by the Circuit 
Court. 

Texas Prudential has reduced the 
par value of its stock from $20 
per share to $5. The number of 
outstanding shares is increased 
to 200,000. Total capital stock 
outstanding remains at $1 mil- 
lion. 

American Bankers Life of Florida 
joined the American Life Con- 
vention on February 6. 

Pearl-Monarch Group is the new 
name for Pear] American, which 
comprises the Pearl Assurance, 
Ltd., and Monarch of Ohio. 

Empire Life and Accident has in- 
creased capital stock from $600,- 
000 to $1,200,000. 

Pan American Insurance, Houston, 
Texas, has received approval to 
increase capital from $500,000 
to $600,000. 

Survivors Benefit of Kansas City, 
Mo., has been incorporated as a 


general life carrier with paid in 
capital reported at $50,000. 

Royal-Globe Insurance Group is 
the new name for Royal-Liver- 
pool Group of Companies. 

National Association of Indepen- 
dent Insurers has approved 21 
companies for membership. Of 
the new members, 13 are stock 
companies, seven are mutuals, 
and one is reciprocal. 

Merchants Mutual Insurance is 
the new corporate name for 
Merchants Mutual Casualty. 
Change was occasioned by the 
addition of general fire to its 
liability lines. 

Jefferson Standard has declared a 
stock dividend of one full share 
for each four full shares out- 
standing, payable to stockhold- 
ers of record February 21. Dec- 
laration of the dividend in- 
creases the company’s capital 
stock structure to $25 million. 

Nationwide Corporation, a holding 
company which controls Nation- 
wide Life and National Casu- 
alty, has purchased a majority 
stock interest in Michigan Life. 

Continental-National Group will 
combine the casualty, fidelity 
and surety, and accident and 
health facilities of Continental 
Casualty and its life affiliate, 
Continental Assurance, with 
National of Hartford’s present 
lines. The casualty and life 
companies last year merged 
with National of Hartford. 

Continued on page 75 


DIVIDENDS: American Re-Insurance, $.25 payable March 15 to stock- 
holders of record March 5; Guaranty Savings Life, 10 per cent cash 
payable to stockholders of record March 1; Nationwide Corporation, 
$.7%4 cash and 4 per cent stock payable April 1 on all Class A and 
Class B common; Republic National Life, $.20 payable to stockholders 
of record March 20. Southland Life, $1.35 payable to stockholders of 


record March 1. Quarterly—American Surety, 


.2215 payable April 1 


to stockholders of record March 7; Anchor Casualty, $.43°4 on $1.75 
cumulative convertible preferred, and $.25 on common, payable March 
15 to stockholders of record March 8; Colonial Life of America, 
$.25 payable March 15 to stockholders of record March 4; Fireman’s 
Fund, $.45 on capital stock payable April 15 to stock of record March 
29; Home, $.50 payable May 1 to stockholders of record April 1; Mary- 
land Casualty, $.3714 payable April 20 to stockholders of record March 
29. Semi-annual—Civil Service Employees, $.55 payable March 15, to 
stock of record February 20; Quaker City Life, $.50 and 5 per cent 
stock dividend payable April 1 to holders of record March 15; Home 
State Life, $.45 payable March 11 to stockholders of record February 
15, and on September 10 to stock of record August 15. 
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Contest That Became 
an Ad Series.... 


UST write, in your own words, 
your true-life experiences in 
selling insurance.” 
a a The contest was as simple as 
company made into an advertising campaign. that; the prizes: $100 for each 
letter used in an advertising series 
during the next twelve months. 
On these two pages are the re- 
sults of the Agriculture - Empire 
State group’s contest, with pic- 
tures showing some winners with 
their prizes and parts of the ads 
in which they starred. 
Robert Horr, Ag-Empire presi- 
Continued on page 81 


Notes from agents set the pattern which this 


"Cash commission dollars in your bank ac- 
count'—that's what J. E. Wood of Green- 
ville, Ky. (left) attributed to Fieldman Ed- 
ward L. Elder, handing over Wood's prize. 
When Wood found an auto client's buildings 
were underinsured with 80°, coinsurance, 
Elder helped land the full account. 


Fieldman George Peacock (left) handed 
William Gottsacker of Sheboygan, Wis., a 
"crying towel" one day. At left, Peacock 
hands Gottsacker prize for telling how towe! 
started them out on a survey. Result: several 
policies on a large manufacturing risk. 


£ ~ « “The crying towel” 
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Agent Milt Crane 
“LANDS” the business 


li 
eC 
ld Nem 


A jet plane started Milton Crane (right) of 
Addison, N. Y., talking about flying with a 
good pilot—or without one. On a maior loss 
would you rather be with an experienced 
agent—or without one? Sheridan Hodge 
(left) hands Crane his prize. 


Miss Lena Asendorf (at right) of Long 
Island, N. Y., won the prize she's receiving 
from Raymond Wiley (left) and Allen Harris 
for her "worry-free vacation" story. She left 
Fieldman's phone number to be called while 
she vacationed; came home to find he'd put 
$126,000 binder on builder's new homes. 


How a difficult claim was settled won Roy 
Gamache (right) of Warroad, Minn., his 
prize, presented at left by Neil L. Moen. 
Claim was on a home on a remote island 
and adjuster made a 50-mile boat trip so 
promptly the policyholder was impressed. 


SURANCEMANSHIP” 
First Class! 
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By ERVIN L. HALL 


Partner, Davis and Hall Investment Management 


oe good can 
come from a pause now and then 
to think over what we have done 
and what we contemplate doing 
with our investment problems. We 
are all given to.a certain amount 
of leaning on«past methods, on 
accepted theories of valuation, 
and on economic developments to 
produce the same results as in the 
past. Many of the guides we have 
inherited are of real help, but this 
is a changing world and we must 
constantly be on the alert to ad- 
just to change. To get results it is 
not enough to rely on history re- 
peating itself, or to assume the 
Dow Jones Stock Average will 
truly interpret the trend of the 
economy. 


Broader Fields 


Not only has the economy as a 
whole changed materially during 
the past twenty years, but the 
field of endeavor of many compa- 
nies has also: changed. As the 
economy expanded and new forces 
came into play, alert manage- 
ments saw opportunities in the 
trend we were plotting and 
stepped out into broader and more 
profitable fields. These changes 
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bring new problems and require 
an adjustment in our thinking. 

The valuation of American Pot- 
ash & Chemical, for example, on 
the basis of its activities of only 
ten years ago, when it might have 
been considered amply priced at 
eleven times anticipated earnings, 
would lead to a serious under- 
estimate of its potentials. Ameri- 
can Potash has come a long way 
from the time it was dredging 
basic chemical salts from ancient 
brine deposits in California. Two 
of its important raw materials 
were boron and lithium. They 
were well known elements for 
which there was a steady, if un- 
inspiring demand. 

The management of American 
Potash saw new horizons for these 
elements and set out not only to 
up-grade them chemically but to 
look for new uses that fit into the 
present age of speed and power. 
They succeeded, and in doing so 
changed the entire growth aspect 
of the company. It would be fool- 
ish indeed to insist that American 
Potash is the same today as in the 
past and that it should still be 
valued on the basis of past statis- 
tics. The jet age could carry it far. 


Investing 
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Another example of a change 
for the better is in Air Reduction, 
where acetylene has ceased to be 
just a gas for use in welding and 
cutting steel and other metals. 
The management of Air Reduction 
has aggressively up-graded acet- 
ylene into many new chemical 
uses. It also has made acetylene 
gas readily available to other 
chemical manufacturers through 
establishing central production 
plants from which the gas can be 
piped direct to customers. 


Operations Stabilized 


The result of this and other 
activities has enabled Air Reduc- 
tion to materially change its prod- 
uct distribution with the chemical 
division as distinct from chemical 
gases, now contributing close to 
23 per cent of its output and still 
growing. These changes are fun- 
damental and are rapidly taking 
Air Reduction out of the highly 
cyclical field of welding and cut- 
ting gases. The trend towards sta- 
bility of operations and a growing 
position in chemistry requires a 
new valuation of this company if 
we are to benefit from its future 
progress. 


Chemistry and Oil 


Another company that has 
changed its stripes, so to speak, 
from a shipping, importing and 
exporting company, is W. R. Grace 
& Company, a firm that has built 
an international reputation over 
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While the Times Change 


on "Investments" discusses putting money to use in a rapidly changing economy. 


the past one hundred years. Under 
an aggressive management this 
company is using the experience 
gained in the diversified activities 
of importing and exporting, to 
broaden its field. Through acquisi- 
tions, it now has an important 
stake in polyethylene, silica gel 
and synthetic catalysts. These and 
other chemical products now con- 
tribute about 34 per cent to gross. 
It has also become an oil explorer 
in conjunction with well estab- 
lished oil companies. This venture 
may be a little more risky than 
the chemical expansion, but W. R. 
Grace & Company appears to have 
the background, the finances and 
the management to handle its 
affairs intelligently. 


Old Yardsticks Fail 


These sketches of three com- 
panies that have broken new paths 
are merely offered as examples as 
to how different the present can 
be from the past. There are many 
other companies similarly situ- 
ated, and if we do not jack up our 
thinking now and then and appre- 
ciate the changes that have come 
about we may miss some excellent 
investment values in the process 
of development. It is so easy to 
apply old yardsticks and overlook 
the new horizons that might be 
opening up and which a little 
modern thinking and evaluating 
would bring to focus. So much 
for individual companies and the 
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effect on them of our changing 
times. 

Now a look at the economic 
changes that have come about in 
the past twenty years. Here again 
we sometimes fail to realize—par- 
ticularly if the immediate outlook 
for business is not as encouraging 
as it has been—that many of our 
old economic statistical standbys 
no longer function the way they 
did in 1937 or even in 1946. You 
can look at the banking figures 
for example, figures that are ably 
interpreted by several analysts, 
and draw conclusions that may 
not necessarily be inevitable un- 
der our present economic setup. 

For one thing, the Money Mana- 
gers have come to stay. The con- 
trol of money by central govern- 
ments is world wide. In our own 
case, the Federal Reserve domi- 
nates the money market to all in- 
tent and purposes. It is trying to 
do an intelligent job of supplying 
just the right amount of money to 
keep the entire economy on an 
even keel. The Federal must con- 
sider all sections of the economy 
and like any other government 
body it is always subject to some 
type of political pressure. 


Artificial Influences 


The fact that both political 
parties are fully committed to 
full employment and a prosperous 
economy would imply that any in- 
dication of even a mild recession 


would result in a rapid easing of 
credit and an increase in the flow 
of funds. Such a shift in policy by 
the government could bring about 
a rapid change in some of the 
banking figures and put a vastly 
different interpretation on the im- 
mediate outlook. You cannot afford 
to assume that the banking figures 
will follow the trends of the past 
when powerful artificial influences 
might at any time be brought to 
bear. That is exactly what was 
done in 1949, when a slight re- 
cession breeze sprang up. Like- 
wise, 1953. 


Upward Economy 


Our population is also expand- 
ing steadily and spreading out 
into new towns and hamlets; into 
sections that seemed far removed 
from the road of progress. New 
demands have thus been created 
that will continue to draw on the 
productive capacity of the nation. 
Then there is the vast Federal 
road building program of some 
$33 billion over the next thirteen 
years, that will be supplemented 
by feeder lines and other roads 
financed by the States. These are 
only part of the tremendous Fed- 
eral, State and Municipal expen- 
ditures that are scheduled or con- 
templated, many of which are 
urgently needed. 

Unemployment insurance, pen- 
sion plans, cost of living adjust- 

Continued on page 6? 
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Charles C. Bales, above right, entertains 
A. B. (Happy) Chandler, governor of 
Kentucky, at latest NAIC meeting. 


H OW do you build a one-man 


insurance agency into one of the 
most successful in the country? 

The question was put recently 
to Charles C. Bales, head of the 
C. C. Bales Agency, Atlanta, Ga. 
The Bales Agency, representing 
National Old Line Insurance Co., 
Little Rock, Ark., last year applied 
and paid for over $47 million 
worth of ordinary life insurance. 

For a general agent, that’s not 
bad. From the records we’ve seen, 
Bales agency might be the larg- 
est ordinary life agency operation 
in the world. 

To give an idea of his phenom- 
enal success, state insurance com- 
mission records for 1956 reveal 
that although he has been with 
National Old Line less than nine 
years of its 3l-year existence, his 
agency is responsible for more 
than 35 pct of the firm’s current 
premium income. 

A handsome, well set up man of 
47, Charlie Bales leaned back one 
day recently in his chair in a rela- 
tively tiny office tucked away in 
a corner of the Bank of Georgia 
Building, Atlanta: 

“The success of our agency can 
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How To Run a 


A life agency that covers several states, 
has fifteen million-dollar producers, and 
puts millions of new insurance on the 
books each year requires remarkable 
leadership. Here THE SPECTATOR re- 
ports on both leader and his techniques. 


be boiled down to three major 
points: (1) service to policyhold- 
ers, (2) careful selection of sales- 
men, and (8) fair and equitable 
treatment of our salesmen.” 


Unorthodox Methods 


But there’s more to the Bales 
success story than that—much 
more. His unorthodox, yet logical 
approach to important phases of 
insurance selling is calculated to 
raise many an eyebrow among the 
top eschelon in the business. For 
example: 

1) Initial Application. 

Bales salesmen are forbidden to 
submit an application to his office 
for insurance unless it’s accom- 
panied by the prospective policy- 
holder’s check covering the first 
premium payment. If the prospect 
later fails to pass his physical, the 
check is returned. 

“IT figure in the long run this 
policy is better for all concerned,” 
says Mr. Bales. “At least, it’s 
worked out that way.” 

2) Premium Payments. 


Premiums may not be paid on 
anything less than a quarterly 


By JOHN B. DELANEY 


basis. In fact, the Bales agency 
aims for semi-annual premium 
contracts and now has 70% paid 
annually, 20% semi-annually, and 
the balance quarterly. 

“T admit this rule may have cost 
us some business. But in the long 
run, it’s paid off for us and the 
policyholder.” 

3) Sales Approach. 

Salesmen may not make more 
than one personal call on a pros- 
pect. If the sale is not clinched on 
this first call, a follow-up may be 
made by phone—but that’s all. 
Bales salesmen use visual aids in 
presenting their case, aim for the 
undivided attention of the pros- 
pect for a minimum of 15 minutes, 
even to the point of suggesting to 
a business prospect that his secre- 
tary head off incoming phone calls. 

“During 1956, we had 15 million 
dollar producers and of those 15, 
four went over the $2 million 
mark. We try to make the law of 
averages work for us. If a pros- 
pect is not sold on the first try, we 
figure it’s our fault. And we don’t 
believe in pestering a man to 
death. We like to make friends, 
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Ks GY. [1 Million Agency... 


Besides, we want our representa- 
tives to make calls, calls, calls. 
Make the sale and get out.” 

4) Sales Training. 

New representatives must sell a 
minimum of five policies in com- 
pany with a state or district man- 
ager. If the new salesman still 
isn’t ready to go out on his own, 
additional policies are sold in this 
manner. Commissions on _ these 
sales are split between the trainee 
and his instructor. 

This field training follows a 
week of study on policy technical- 
ities at Bales’ office in Atlanta. 

“Our district managers can 
teach a man an awful lot in a few 
weeks’ time—more by example 
than by talking. In addition, we 
want to make sure our new sales- 
men learn how to do things our 
way.” 

5) Hiring of Salesmen. 

With rare exception, the Bales 
agency will not hire a salesman 
from another insurance company. 
Bales representatives range from 
former gas station attendants, at- 
torneys, clothing salesmen, to just 


plain Southern gentlemen. One is 
a former assistant state attorney 
general. But few are former agents 
from other companies. 

“We figure we can waste a lot 
of time unlearning the bad habits 
he picked up before he came to 
work with us. But even more im- 
portant, if he wasn’t making out 
well for another company, he 
probably wouldn’t do any better 
with us.” 

6) Sales Contests. 

The Bales agency is dead set 
against them. 


Contests Out 

“We try to treat our represen- 
tatives fairly and equitably. They 
are in business for themselves. No 
one can tell them how hard to 
work. That’s up to them. That 
doesn’t mean that an exceptional 
job goes unrewarded. But I don’t 
believe in contests. I wait until 
one of our men does an outstand- 
ing job; then I express my appre- 
ciation in a tangible way.” 

7) Service to Policyholders. 


Continued on page 76 


Charlie Bales covers a lot of territory in 
operating his ordinary life insurance 
agency. He usually flies, averages 120,000 
miles a year. 


On a rare visit to his office, C. C. Bales (left) confers with Agency 
Manager Ben Ripley. All detail work is the responsibility of Ripley, 
leaving owner free to travel most of the time. 


District Manager Joel Chandler Harris Ill receives keys to new 
Cadillac, a surprise gift from Bales, who opposes contests but believes 
in recognizing sales performance "in a tangible way!" 
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Fire Results Make 
1956 Record Loss Year 


THE SPECTATOR'S "Fire Index" shows a sharp 
rise in companies’ loss ratios causing decline 
in underwriting “profit" percentages. 


NDERWRITING results for 
| | 420 stock fire insurance 

companies dropped from 
a small profit in 1955 to a heavy 
loss in 1956, according to figures 
in The Spectator’s 89th annual 
“Fire Index.” The “profit” ratio 
dropped 6.9 percentage points 
from a profit of 2.3 per cent in 
1955 to an underwriting loss of 4.6 
per cent last year. 

In dollars, this shift means a 
drop of over $200 million. The 
statutory underwriting profit for 
these stock fire companies was 
$80,109,020 for 1955 while the loss 
in 1956 was $166,929,761. 


Assets Up $40 Million 


However, assets for the 420 
stock companies were able to rise 
slightly in 1956 to $10,076,680,640, 
up about $40 million from 1955. 

Mergers were an important rea- 
son for the “slight” rise in stock 
fire company assets in the Fire 
Index aggregates. For instance, 
one company with more than $100 
million in assets was included in 
1955 totals but in 1956 that com- 
pany will be included in The Spec- 
tator’s casualty chart because it 
merged with a casualty company. 
Therefore, this “slight” rise in 
assets must be considered along 
with the fact that at least $100 
million—and probably much more 
—have been shifted to the casual- 
ty asset aggregate. 

The 1956 results climaxed a 16.9 
point decline in eight years for 
the underwriting profit ratio for 
the stock fire companies. In 1949, 
this profit ratio stood at 12.3 per 
cent, in 1950 at 5.4 per cent, in 
1951 at 3.3 per cent, in 1952 at 
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5.4 per cent, in 1953 at 4.7 per 
cent, and in 1954 at 3.6 per cent. 

Similar drops in underwriting 
profits occurred for other fire 
insurance organizations. The 226 
mutual companies in The Specta- 
tor’s “Fire Index” showed an un- 
derwriting profit of 9.7 per cent in 
1956, compared with 15.2 per cent 
in 1955. The 26 reciprocal organi- 
zations had a decline in under- 
writing profits from 16.1 per cent 
in 1955 to 11.7 per cent last year. 

Heavy loss payments in several 
insurance lines last year ac- 
counted for most of the under- 
writing loss shown by stock fire 
companies. Their ratio of in- 
curred losses to earned premiums 
rose from 55.8 per cent in 1955 to 
62.6 per cent last year. The shift 
in the stock companies’ ratio of 
incurred expenses to earned pre- 
miums, increased only from 41.9 
per cent in 1955 to 42.0 per cent in 
1956. 


Mutual Losses 55% 


For the other fire insurance 
groups, the incurred losses to 
earned premiums ratio rose for 
the mutual companies from 49.4 
per cent in 1955 to 54.9 per cent 
last year, and for reciprocal or- 
ganizations from 47.7 per cent in 
1955 to 52.3 per cent in 1956. For 
both these non-stock groups, how- 
ever, the ratios of incurred ex- 
penses to earned premiums re- 
mained practically constant over 
the two years. 

For the mutual companies the 
increase in assets during 1956 
was about $75 million to $1,212,- 
727,683. The reciprocal organiza- 
tions had assets at year-end of 
$96,925,083. 


The underwriting income—net 
premiums written—for these fire 
insurance groups all showed 
healthy increases last year. For 
the stock companies, the written 
premium figures went up from 
$3,720,915,904 in 1955 to $3,787,- 
236,515 last year, as listed in the 
Fire Index. For the mutual com- 
panies the rise in premiums was 
about $60 million to $606,968,722. 
For the reciprocals the rise was 
about $3 million to $43,406,954. 

Reflecting the extremely poor 
results for 1956 in fire insurance, 
unearned premium reserve for the 
stock companies went up only $4 
million to $3,342,999,190 and sur- 
plus to _ policyholders actually 
dropped about $40 million to 
$5,171,195,246. Their premiums 
earned total increased from $3,- 
557,633,282 in 1955 to $3,626,014,- 
875 last year. 


Unearned Reserve $466 Million 

For the mutual companies the 
unearned premium reserve went 
up about $35 million to $466,251,- 
515 last year, surplus to policy- 
holders up $10 million to $535,- 
435,289, and premiums earned up 
$60 million to $582,916,737. The 
reciprocal organizations have un- 
earned premium reserve practi- 
cally unchanged at $29,747,969, 
surplus to policyholders up only 
slightly to $44,842,917, and earned 
premiums up $2 million to $42,- 
529,370. 

Effect of the record fire losses 
in 1956 made the stock companies’ 
loss ratio in this line rise from 
45.8 per cent in 1955 to 52.2 per 
cent last year. Losses paid went 
up about $45 million to $596,646,- 
923 while stock fire premiums de- 
clined about $60 million to $1,142,- 
921,118. In extended coverage the 
loss ratio dropped from 60.7 per 
cent in 1955 to 51.3 per cent last 
year. Here the premium volume 
for 1956 was down less than $3 
million to $424,884,057 while losses 
paid dropped $40 million to $218,- 
093,281. 

Homeowner’s Multiple Peril, 
shown as a separate line for the 
second year, had a 100 per cent 
increase in premium volume to 
$111,115,968. Commercial multiple 
peril, added as a separate line 

Continued on page 71 
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Now—New York Life announces 


a new convenience for its policy owners— 


HECKO-MATIC 


pays your insurance premiums safely, surely 


every month out of your regular checking account 





yet you never write a check! 





2 RARER LES AER LR TIER ¢ mG ee 


SAVES YOU MONEY! 


Through the cooperation of your local bank, New 
York Life can now offer you Check-O-Matic—a new 
method of premium payment. It ties in with the 
Check-O-Matic premium a: ; modern American practice of budgeting everything 
‘ by the month. It makes the monthly payment of 
is less than if you pay insurance premiums completely automatic—you never 

lift a pen or lick a stamp! 
monthly the usual way! LP. : Here’s how Check-O-Matic works: First, you 





// : authorize New York Life to draw checks on your 
SQ : regular checking account for your monthly premiums 

: Then you authorize your bank to honor these checks 
—just as though you signed them yourself. 





Sa BRE EEG BEERS ILO: BEES 


‘ is eper Tepreaes 3 That’s all there is to it . . . you budget a proper 

balance in your account and you do nothing more 

SAVE Ss VY Oo U T R oO U B LE ! from then on, thanks to your local bank. The canceled 

ip : check is your receipt. All you need to qualify for 

: Check-O-Matic is a New York Life individual Life 

or Accident & Sickness insurance policy which has a 
monthly premium of $10 or more. 


Equally important, Check-O-Matic actually makes 


of writing checks i your premiums lower. For example, on a new life 


insurance policy where the regular monthly premium 


or mailing them/ would ordinarily be $51.94, the Check-O-Matic pre- 


mium is only $50—a saving of $23.28 a year! 


Ask your New York Life agent for complete de- 
tails about this wonderfully convenient, wonderfully 
simple, wonderfully safe Check-O-Matic service. 


New York Life 


Insurance slic Company 





Prevents possible 


lapse of your policy— 
“ y e y 51 Madison Avenue, New York 10, N. Y. 


due to forgetfulness! 


Life Insurance + Group Insurance 
Accident & Sickness Insurance 
Employee Pension Plans 


OM RTE 
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Ad Facts and Folks 


PEOPLE. “Advertising alone is 
not the simple and complete magic 
many individuals think it to be. 
No, it is not just ‘ya gotta adver- 
tise’—it is also the understanding 
of the common denominator to 
which it all applies. And that 
common denominator is people— 
just plain every day people... 
Knowing people is the art of ad- 
vertising—and that only is why 
advertising is so helpful in the job 
of selling.” Edmund V. Schenke, 
advertising manager, Royal-Globe 
Insurance Group, at Buffalo Insur- 
ance Day, March 26. 
PRECONDITIONER. “What then 
is the real purpose of insurance 
advertising? While the ultimate 
aim is to sell more and better in- 
surance, the more realistic design 
is one of ‘preconditioning.’ Basi- 
cally we must first get the atten- 
tion of our reader or listener. Our 
message must hold his interest and 
to do this it should be informative, 
even entertaining. Our story is 
most effective when it contains an 
element of helpfulness which will 
either immediately or ultimately 
benefit our audience . . . Advertis- 
ing as a preconditioner gives in- 
formation to those whom we con- 
tact in advance, it breaks down 
sales resistance, and in this man- 
ner our production becomes more 
effective, speedy and economical.” 
Alwin E. Bulau, assistant secre- 
tary, The Home, at Cleveland In- 
surance Day, March 11. 

“AIDING AND ABETTING.” The 
current national radio and TV 
campaign by NBFU (National 
Board of Fire Underwriters) is 
getting help from many sides. 
NBFU puts out full kits for agents 
and associations to use on tie-in 
ads, but now company material to 
“aid and abet” the NBFU program 
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is coming through. 

Three company aids, called to 
THE SPECTATOR’S attention, are: 

The Home: kit with ads and 
direct mail pieces on “insurance 
to value” and importance of local 
agents. Folders ask “Which Half 
of Your Home is Insured?” or 
state “This Modern Homeowner is 
Out of Date.” 

Agricultural and Empire State: 
“Shake the Money Tree” is re- 
minder mailed to agents with five 


"VALUES" IS THE ANSWER in North Amer- 
ica Companies’ latest advertising campaign 
in newspapers, TV, and magazines, starting 
March 29. Emphasizing “Insurance to 
Value" North America's ad program in- 
cludes agent interviews on TV, 4-color 
magazine ads, sponsorship of information 
booth in Disneyland, and a million balloons 
imprinted with "What's Up? Values." 


steps for “harvesting” crop from 
NBFU ads. 

American Casualty: Kit for 
local producers that can make a 
year-round campaign on underin- 
surance. One piece is blotter with 
“Fire Insurance Isn’t Enough” 
and another stuffer asking ‘Have 
You Money to Burn?” 
ANTI-INFLATION. Institute of 
Life Insurance’s dramatic switch 
last month in its ad campaign is 
taking hold. It is scheduled to 
reach 50 million people with its 
anti-inflation theme. 

Six messages in 527 daily news- 

papers will be augmented by two- 
page spreads in three national 
consumer magazines. Ads ask 
everyone to “Save an extra nickel 
out of every dollar’ in order to 
help curb inflation. 
SPEAKING BUREAU. Insurance 
Advertising Conference has come 
to the aid of all program chairmen 
of local associations. Anyone seek- 
ing a speaker to talk about insur- 
ance advertising, sales promotion 
and related topics can contact 
IAC’s Speakers Bureau. 

Eleven orators in various parts 
of the country are already listed 
by the Bureau. If you’re a program 
chairman, get in touch with E. V. 
Schenke, ad manager for Royal- 
Globe, to enlist an IAC speaker. 
SPRING IS IN THE ADS. Kemper 
group—Lumbermens Mutual Cas- 
ualty, American Motorists and 
other companies—combined three 
national basketball TV programs 
with 118 safety ads in Sunday 
newspapers for a $300,000 package 
of Spring advertising. 

Sponsoring the CBS telecasts of 
the National Invitational basket- 
ball tournament in March was 
the insurance group’s first TV 
venture. Then on May 5, its news- 
paper ads will include both traffic 
safety and local agency promotion. 
NICKNAME’S OFFICIAL NOW. 
Fireman’s Fund Insurance Group 
has contracted its name—but only 
for advertising and promotional 
material. “The Fund” is signature 
put onto the group’s latest ads, 
but officals point out the corporate 
names of companies in group will 
not be altered. 

New designation includes 
group’s trademark of fireman and 
child with “The Fund” in large 
type and the four company names 
in a smaller listing. 
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QD...All the Way... Cover-to-Cover 











True Quantity Discount 
on Every CAC Policy 


CAC asa traditional operating policy has always 
offered the most extensive selection of Ordinary 


life contracts available... both par and non-par. 


Now the first and original Quantity Discount 
...introduced last November ...has been 


applied to our rate man ual “‘cover-to-cover.”” 


Please write or return the coupon for full de- 
tails. We will show you why your prospects 
are now younger than they think...and the 


more they buy, the younger they get. 


Pocket Rate Guide 
Gives you quickly the facts and figures about 
one of CAC’s most popular contracts. It is 
an effective sales piece, yours for the 


asking. 











More about QD, please 


Please give me full details about Contin- 
ental Assurance Company’s new Quantity 
Discount cover-to-cover Ordinary Life 


Plans. 


I'd like to have: 


[] Pocket Rate Guide 
[] Highlights of New Manual 


[] Proposal at 


Age 











Address 








City 


State 





SURANCE 
COMPANY 


Pacific Coast Department Mid-America Department Eastern Department 
215 W. 7th Street 310 S. Michigan Avenue 76 William Street 


Los Angeles 14, California Chicago 4, Illinois 
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New York 5, N.Y. 





new england... 


“Organizing Insurance Research for Profit’ 


Agency Development 


Is there any correlation in the 
location of our sales facilities and 
the changing industrial pattern of 
America? Are we anticipating the 
1958-1960-1965 patterns in men, 
materials and markets? When we 
know where to sell, perhaps we 
will know better who to sell and 
how to sell them. 

This is merely to suggest that 
the insurance companies should 
be contributing more effectually 
to a most vital marketing func- 
tion: namely, not only a who, what 
and how to sell, but where to sell. 


The Insurance Question 


What can insurance manage- 
ment do to solve today’s distribu- 
tion problem and plan to meet 
those which will come tomorrow? 
One alternative is to rely on 
the personal experience developed 
within a company. The approach 
largely used in the past is to draw 
on the existing knowledge of in- 
surance marketing and selling 
methods. 

A new alternative is to get new 
knowledge, new facts and to open 
new vistas as they relate to insur- 
ance marketing. These facts can 
be obtained in a haphazard, hit or 
miss method, which is slow and 
costly. They also can be obtained 
in a systematic, objective and 
orderly manner by applying what 
is sometimes called the scientific 
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method or, more commonly, organ- 
ized research. 


Research for Profit 


Taking a leaf from the manu- 
facturing business, research is 
responsible for fundamental re- 
search, exploratory research, prod- 
uct research and process develop- 
ment. This includes all technical 
activities, except those which 
have to do with product improve- 
ment or other technical services, 
and new and further applications 
of coverages already turned over 
to the operating division. These 
latter activities are considered 
the function of the operating di- 
vision, and each division is staffed 
to take care of such needs. 


Recommendation 


Each line of business in which 
an insurance company does busi- 
ness should be analyzed from the 
viewpoint of what its leading 
competitors are doing, in the par- 
ticular line, their loss ratios, ex- 
pense ratios, as well as com- 
mission structure. The company 
should then break down and ana- 
lyze its sales potential in detail. 
This means to the county level 
if possible. 

Statistics on the various lines 
by states are available for recent 
years. When these are put into 
useful form, an insurance com- 


pany should make a breakdown of 
its own potential by states, by field 
offices or territories and by lines 
of insurance that it writes. When- 
ever possible, similar breakdowns 
should be made for its leading 
competitors. 

A potential for each company 
should be prepared by such com- 
pany. It should be possible to 
decide where additional sales ef- 
ferts—which is to say agency ap- 
pointments—should be placed in 
1957 with some mathematical 
certainty. Insurance companies 
would then be enabled to plan 
with a fair degree of accuracy 
where new field offices, agencies 
and field supervision should be 
strengthened ... or even de-em- 
phasized. 


Ideas 

Hypothesis, experiment and test 
of hypothesis. Those are the clas- 
sic creative steps. In insurance 
research, however, these are the 
steps: perception of the problem, 
accumulation of knowledge, men- 
tal digestion, idea formation, criti- 
cal evaluation, and verification. 

It is entirely possible that the 
production of ideas is just as 
definite a process as the produc- 
tion of a result found in a calcu- 
lating machine. Charles F. Ketter- 
ing says: 

“It is pretty much a definite 
lot that man is so constituted as 
to say what is wrong with a new 
thing, not what is right.” 

There is no better way to de- 
stroy creative tendencies than 
to register destructive criticism, 
albeit, well intended, during initial 
steps of the creative process. En- 
thusiasm is not factual, it is 
emotional. Under its stimulus, a 
good idea has self expanding 
qualities. It should not be de- 
stroyed. It may not return so 
easily the next time. Therefore, 
the much maligned suggestion 
box. Question: in the insurance 
business, is there a “suggestion 
box?” 


New Ideas 

A refreshing approach to the 
current hubbub in the insurance 
business would be to pause for a 
few minutes and think about what 
a young family man actually 
needs, wants and can pay for. All 
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we have to do is listen to these 
persons. The budget - conscious 
breadwinner, and there are mil- 


lions of them, wants us to protect Prec ODtIG tO —M POINTERS 


his income for the benefit of his 
family, against what he feels are : ] 
the really important losses. ‘Al AL iE ¢ 


In our advanced awareness of | a \\| f ; If \\ See 
family protection, can we not now | a 

forthrightly state that most family 
men tend to favor the idea of a 
package that includes all of their 
insurance—even Life, and Acci- 
dent and Health? Let us come up | Protect 


with one multiple line income 


protection policy which leaves out Prope rty 





INSURANCE COMPANIES 





the fluff but protects the family. 


Let us package it attractively; | Prop 


let us finance it conveniently. 


se 


To Make an Honest Buck 
Multiple-line legislation has 
posed at least two major problems, 
which require securing correct 
and complete information on 
which to base management deci- 
sions: 
(1) The dilemma of requiring 
expansion of underwriting, sales Most people in your community have no idea 
and service organizations, while, of the total value of their personal property. If 
at the same time, demanding com- they did, they would be more disposed 
petitive rate levels must be re- to insure against theft or mysterious disappearance. 
solved through intensive research Three out of four families in the United States 
into the costs and services nec- don’t carry such insurance. Therefore you're operating in 
essary to the changed complexion an agent’s paradise when you start selling these policies. 
Your sales job will be still easier if you have the help of 
a simplified property inventory form such as 
She ‘ hay the one in the Zurich-American circular, “What Have 
ket position by offering a distinc- You Got to Lose?” Ask the Zurich-American field man 
tive product, some companies are about it, Let him help you plan a profitable 
finding out too late that to be program for putting more theft:and mysterious 
successful, the insurance policy disappearance insurance on your books. 
must not only be distinctive but 
also fill a basic need of the cus- Zurich Insurance Company 
tomer. American Guarantee and Liability Insurance Company 
(2) A variety of hard problems HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 


of the insurance business. 


In an attempt to maximize mar- 


are forcing most companies to ex- 
amine, carefully, some for the 
first time, both the internal and 
external aspects of their opera- 
tions. 

(3) Such examinations in the 


light of increasing competition for Investigate our sensationa 


the consumer dollar have made 
virtually every company recently | | 
aware of the need for a systematic 
, & * * 


research function to ascertain and 
to evaluate a number of almost 
paradoxical answers to a series of 
questions common to conducting 
an alert insurance examination. Write Dept. A-4, Reading, Pa. 





Broad form Money and Securities Cov- 
erage. Insures Merchandise against 
THEFT (not just burglary). 








It is almost too obvious to com- 


t that “acquisition costs” are | 
foremost amon the factors tor | CWO OLS COR QM BIN) ORY Fe wb eg 


current examination. SOAST-TO-COAST BRANCH OFFICE SERVICE 
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coverages 











Live Stock Insurance 


Q. What companies write this 
form? 

A. Generally the inland marine 
departments of fire insurance 
companies. The form synopsized 
in this issue is a policy written by 
the Hartford Live Stock Insurance 
Company. 

Q. How is it written? 

A. As a separate policy. 


Coverage 


Q. What does this form pro- 
vide? 

A. This policy insures against 
loss under (A) by death from nat- 
ural causes, including illness, dis- 
ease, accident, fire or lightning, 
also the perils of transit by rail, 
ferry, motor truck, trailer or air- 
craft, especially constructed for 
the transportation of animals; 
(windstorm is not specifically 
mentioned because it is construed 
as an accidental loss under a mor- 
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tality policy). (B) By intentional 
destruction of any insured animal 
where: (1) complete fracture of 
a bone occurs by accidental injury 
and requires the immediate de- 
struction as evidenced by a certif- 
icate obtained from a_ licensed 
veterinarian prior to destruction; 
or (2) the company has consented 
to such destruction. 


Exclusions 


Q. What are the exclusions? 

A. The policy does not cover 
loss (1) where an animal was not 
in absolute health when policy 
was delivered, nor (2) resulting 
from depreciation in value due to 
animal becoming unfit for or in- 
capable of fulfilling the functions 
or duties for which it is kept, em- 
ployed or intended; nor (3) where 
put to use other than stated in 
application; nor’ (4) for the death 
of any animal which is turned out 


on pasture and not under daily 
supervision and care; nor (5) for 
voluntary destruction of any ani- 
mal which has contracted or been 
exposed to a contagious or com- 
municable disease whether by 
Federal or State government or 
otherwise; nor (6) for loss by 
death as result of parturition, 
abortion, calving or foaling on 
any policy written for a period of 
less than one year. 


Rates 

Q. What are the annual rates 
for this coverage? 

A. Cattle—both beef and dairy 
—3 months to 8 years—6 per cent, 
under three months or over 8 
years 7 per cent to 8 per cent. 
Herds of fifteen or more animals 
from one month to 10 years—dis- 
count above rates 50 per cent but 
premium is deducted from first 
loss payment; thereafter full cov- 
erage is provided. 

Maximum per animal coverage 
under herd policy—(at the re- 
duced rates)—$4,000 or 15 per 
cent of the policy limit, whichever 
is less. Additional amount avail- 
able at regular rates. Horses from 
30 days to 14 years are insured at 
rates between 5 per cent and 6 per 
cent with maximum age limits of 
10 and 12 years applicable to cer- 
tain types. Short term exhibition 
and show rates vary between 1% 
per cent (on both horses and cat- 
tle) for coverage up to 15 days, 
including transit, to 3% per cent 
for a three month period. 


New Policy Form 

Announcement of the introduc- 
tion of a newly-revised and broad- 
ened mortality live stock policy 
will be of interest not only to 
agents of the Hartford Live Stock 
Company but to all other repre- 
sentatives. 


New Features 

The new live stock mortality 
policy, in addition to containing 
a revised insuring clause, now in- 
cludes as part of the basic con- 
tract, the peril of air transporta- 
tion. An additional premium was 
formerly charged whenever an in- 
sured animal was shipped by air. 
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Another feature that will be 
welcomed by many agents is the 
extension of mortality protection 
to valuable dogs. To be eligible 
for this new cover, a dog must be 
within the insurable age limits of 
six months to six years, and reg- 
istered with either the American, 
Canadian or British Kennel Club. 

The coverage to be issued on 
dogs is identical with that used to 
cover horses and cattle. 


Special Application Required 

A special application is re- 
quired prior to the issuance of 
this policy. Space is provided for 
the scheduling of each animal, as 
to sex, breed, registration num- 
ber, use, date of birth, purchase 
date and price as well as the 
amount of insurance desired. 

Five questions must be an- 
3awered by the veterinarian, who 
supplies information on his exam- 
ination of the animals, observance 
of any locomotion defects, knowl- 
edge of previous illnesses, indica- 
tions of sterility (except geldings) 
and his opinion as to the insura- 
bility of the animals. 


Data on Horses 

The assured must furnish data 
as to the number of horses by type 
or class, trotters and pacers, sad- 
dlers and drivers, hackneys and 
shetlands, polo ponies, quarter 
horses, hunters and jumpers as 
well as brood mares and service 
stallions of these classes. Rates 
and maximum age limits are ap- 
plied to these seven groups of 
horses. 

Coverage is limited to United 
States and Canada. 








Commercial Union 
Assurance Co. Ltd. 


The Ocean Accident & 
Guarantee Corp. Ltd. 


American Central 
Insurance Company 


The British General 
Insurance Co. Ltd. 


The California 
Insurance Company 


Columbia Casualty 
Company 

The Commercial Union 
Fire Insurance Co. 

The Palatine Insurance 
Company Ltd. 


Union Assurance 
Society Limited 


q----------------------------------------- 


Quality « Convenience * Economy 


Sell Modern is a short way of saying sell the kind of 
product or service the public wants today. In every 
business the emphasis is on Quality, Convenience 
and Economy. People are better buyers than they 
used to be. They know and want Quality because 
they have learned it is the best value; they want 
Convenience in everything they use because it con- 
serves their time and effort, and they are keen 
advocates of Economy — because this means getting 
the most for the dollar. Selling Modern calls for 
modern products to sell. 


In insurance, the modern products are package 
policies which consolidate in single contracts the 
essential kinds of insurance protection related to 
different phases of our personal life and business 
interests. The policies provide broad coverage, the 
stamp of quality; the convenience of one policy, 
instead of several, with one expiration date to re- 
member, and one low cost premium to pay; and 
finally, they save money for the insured—economy. 
The total premium usually is substantially lower 
than the premiums for comparable protection 
bought under separate policies. 

Yes, consolidated, package policy insurance is 
what the public wants now. We have these policies 
—for almost any situation. You need them... to 
Sell Modern! Ask us for particulars. 





America’s 


LIFE (ovdinary and group) 
ACCIDENT & HEALTH 





Specialist in Life Reinsurance 


NORTH AMERICAN RE 


Serving the progressive companies in NorthAmerica 


REINSURANCE 
EXCLUSIVELY 


NORTH AMERICAN REASSURANCE COMPANY 


CHRYSLER BUILDING EAST 


1G! Bast 42nd Street NewYork (7, New York 


TEL MUrway Hill 7-1@70 
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verdict... 


By LUKE A. BURKE 
Member of the New York Bar 


A “Guest” Although Out of the Car 


The insured invited the plaintiffs, 
Ralph and Verna Hobbs, to go on 
a fishing trip with him. They were 
his guests and did not share any ex- 
pense on the trip. They were to 
motor to the fishing place and then 
return. 

While Mrs. Hobbs was standing 
on the side of the road near the 
fishing grounds, the assured ran 
into her with the car. He was in 
the act of turning the car around. 
She and her husband sued the as- 
sured for her injuries and the lat- 
ter interposed the defense of the 
New Mexico “Guest Statute.” The 
plaintiffs contended that Mrs. 
Hobbs was not a guest at the time 
the accident happened. 

The New Mexico Supreme Court 
held that she was a guest, and 
could not recover, saying: 

“The sole question on this appeal 
is whether the status of the plaint- 
iff, Verna Hobbs, at the time of the 
accident was, as a matter of law, 
that of a ‘guest,’ without payment 
for such transportation, within the 
meaning of the guest statute, Sec- 
tion 64-24-1, 1953 Compilation, 
which reads as follows: 

““*No person transported by the 
owner or operator of a motor ve- 
hicle as his guest without payment 
for such transportation shall have 
a cause of action for damages 
against such owner or operator for 
injury, death or loss, in case of 
accident, unless such accident shall 
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have been intentional on the part 
of said owner or operator or caused 
by his heedlessness or his reckless 
disregard of the rights of others.’ 

“Plaintiffs (appellants) seriously 
contend that the gratuitous under- 
taking of the defendant, already 
begun, was interrupted when the 
plaintiff, Verna Hobbs, had alighted 
from the car, so that it had actu- 
ally terminated and had not come 
into existence again at the time 
she was injured. We are unable to 
agree with this contention. 

“The stopping and backing of 
the car which was for the common 
purpose of placing it in a position 
for the return trip to Albuquerque, 
after the defendant and his guests 
had finished fishing, was an inci- 
dental part of the transportation, 
and a part of the undertaking would 
not have been completed unless and 
until the car had been turned 
around for the return trip. 

“The undisputed facts show that 
there was a definite arrangement, 
entirely gratuituous, to transport 
the plaintiffs on a fishing trip to 
the Alameda area; that they and 
the defendant were to fish in the 
irrigation ditch, and thereafter 
they were to be driven back to Al- 
buquerque by the defendant in his 
automobile. Clearly the act of the 
defendant in turning the car around 
in order that it be headed towards 
Albuquerque for the return trip 
was necessarily incidental to the 


accomplishment of the gratuitous 
undertaking, in order to carry out 
the prearranged purpose of the 
trip. (Citing cases in Massachusetts, 
Michigan, Kansas and Connecticut) 
“We conclude that the plaintiff, 
Verna Hobbs, was a guest within 
the meaning of Section 64-24-1 
supra, whether in or out of the car, 
and remained a guest while the car 
was being turned around for its re- 
turn trip home, and that the acci- 
dent was neither intentional on the 
part of the defendant nor caused 
through heedlessness or reckless 
disregard for the rights of the 
plaintiff, Verna Hobbs.” 
(Hobbs v. Irwin, New Mexico Su- 
preme Court, 292 Pac.(2d) 779). 


What Is Dishonesty? 


The Jamestown Bridge Commis- 
sion took out policies of indemnity 
insurance against any loss which 
it “shall prove to have been caused 
by the fraud or dishonesty of any 
of the employees... .” 

A new general manager was ap- 
pointed and his salary was stated 
to be “a fixed minimum salary of 
$4,800.00 subject to be increased by 
the same percentage as any other 
Jamestown Bridge employees may 
from time to time receive as a gen- 
eral pay increase... .” 

The former general manager had 
been raised from $400 monthly to 
$460 monthly as part of a general 
15 per cent raise for all employees. 

The office secretary in charge of 
payrolls testified that she was in- 
structed by the new general mana- 
ger to make out his check in the 
same amount as the former general 
manager, $460 monthly. 


Recovery For Excess 
After considerable time, the 
Bridge Commission sued the insur- 
ance carrier on the policies seeking 
to recover the money by the general 
manager “in excess of his salary.” 
After the conclusion of the evi- 
dence the defendant, insurance car- 
rier, moved for a directed verdict 
but the trial court submitted the 
case to the jury. The latter re- 
turned a verdict for the Commis- 

sion, in the sum of $4,026.00. 
On appeal, the Appellate Court 
reversed the decision, as follows: 


Continued on page 54 
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@ There are individual units of the 
CCH INSURANCE LAW REPORTS for 
the insurance spheres of widest in- 


ferests. 
Each selective unit covers the new de- 


cisions from all higher jurisdictions in 
its own particular province. 

For selective reporting of new insur- 
ance cases, to get the latest decision 


first, depend upon this different, fast, 
authoritative reporter. 


SELECTIVE © PROMPT e CONVENIENT 
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PUBLISHERS of TOPICAL LAW REPORTS 
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425 13TH STREET, N. W. 





Write for Complete Details. 
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your Mutual 
y Benefit 





lifeinsurance 
planning 
needs more 
than a 
vending 


machine!” 


Creating sound life insurance 
programs takes time, hard work 
and training—they can’t be 
mass-produced. Mutual Benefit Life 
agents like Richard G. Doyle 

of Miami, supply the long hours 
of careful planning; their company 
provides them with the specialized 
knowledge to make that planning 
effective. It’s a combination that 
produces successful agents 

and satisfied clients. 





” s ig? bss 
The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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| not necessary, 
| lish defendant’s -liability, to prove 


| wrote the policy. 
mean, however, that every loss re- 
| sulting from the actions of an em- 


| by a 
| evidence that the employee acted 
with an intent to wrongfully de- 


| ployees generally had 
| 15 per cent raise. It is clear he 


Verdict 


Continued from page 52 


“The motion for a direction in 
the instant case raises the primary 
question of what plaintiff must 
prove in order to establish fraud 
or dishonesty under the policy. It is 
in order to estab- 


beyond a reasonable doubt that the 


| loss resulted from the commission 
of a crime. The word ‘dishonesty’ 
which is the one we are here con- 
| cerned with, is to be given broad 


significance and construed most 
strongly against the insurer who 
This does not 


ployee renders the insurer liable 
to the insured. The word ‘dishon- 
esty’ is not so broadly construed as 
to require indemnification for losses 


| arising from casual conduct con- 


sisting of acts or omissions in the 
nature of honest mistakes, irregu- 


| larities, carelessness, or inefficiency. 
| Schreiber Travel Bureau, Inc. v. 
| Standard Surety & Casualty Co. 


of New York, 269 N. Y. Supp. 804. 

“In our opinion, to establish 
liability for dishonesty under the 
policies it is only necessary to prove 
fair preponderance of the 


prive his employer of its property. 
The existence of such an intent 
may be inferred reasonably from 


| the conduct of the employee. 


“In the instant case no evidence 


| of such nature has been adduced. 
| The evidence shows that the em- 


ployee first worked under an oral 
and then a written contract with 
plaintiff, each of which provided 
that he should receive as compen- 
sation for his services ‘a fixed 


| minimum salary of $4,800.00’ and 


also provided that he should partic- 
ipate in any general salary raises 
given plaintiff’s other employees. 
The evidence further shows that 
when he took office as general man- 
ager, his predecessor and other 
Jamestown Bridge Commission em- 
received a 


directed that the payroll be pre- 
pared and his salary check made 


out in the amount paid his pred- 
ecessor. This was all done openly 
and without any attempt at secrecy 
or concealment. The records were 
kept accurately and without falsi- 
fication and were known or avail- 
able to his superiors. We do not 
think that in this state of the 
evidence the jury would be war- 
ranted in drawing an inference 
that the employee took salary in 
excess of $4,800 with intent to 
wrongfully deprive plaintiff of the 
difference between the minimum 
salary fixed in the contract and the 
salary actually paid the employee.” 
(Jamestown Bridge Commission 
v. American Employers’ Ins. Co., 
Rhode Island Supreme Court, Jan- 
uary 10, 1957) 


Failure to Prove 
Misrepresentation 


The insured sued to recover dis- 
ability benefits under a _ group 
policy. He proved that he was dis- 
abled because of a heart attack 
after the policy was effective. In 
answer to the plaintiff’s petition, 
the defendant pleaded a _ general 
denial and also denied liability 
upon the ground that the policy 
was procured by false and fraudu- 
lent representations. It tendered a 
return of the premiums collected. 


Service Connected Disability 


In the course of proving his case, 
the plaintiff introduced a copy of 
the application. One of the ques- 
tions asked him was: “To the best 
of your knowledge and belief, are 
you now in good health and free 
from any physical impairment or 
disease? (Give details or all excep- 
tions).” His answer was “Yes (No 
exceptions).’’ On cross examination 
it was disclosed that the insured 
had been receiving payments from 
the government for a service con- 
nected disability since shortly after 
World War I and that this disabil- 
ity rating had been increased from 
10 percent to 30 percent in 1950. 
The basis of the disability rating 
was migraine headaches. At the 
conclusion of the plaintiff’s testi- 
mony, the defendant rested and of- 
fered no other evidence in support 
of its answer. There was a verdict 
for the defendant and the plaintiff 
appealed. 
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The appellate court said: 


“There can be no doubt that a 
material false representation is a 
ground for the avoidance of an in- 
surance policy, for such a misrepre- 
sentation by the insured renders 
the contract voidable at the option 
of the insurer just as in any other 
contract. However, the burden is 
upon the insurer, when relying 
upon a defense of misrepresenta- 
tion to plead and prove the facts 
necessary to sustain his defense. 














“This obligation is also applicable 
where the insurer defends upon the 
basis of the concealment of a mater- 
ial matter or fraud in the procure- 
ment of the policy. ‘It has thus been 
stated that the insurer must prove 
the representations made, their 
falsity, materiality, and reliance 
thereon by the insurer. .. . Apple- 
man: Insurance Law & Practice, 
Vol. 20, sec. 11978. In 29 Am. Jur., 
‘Insurance’, sec. 524, after discuss- 
ing the question of the materiality 
of the misrepresentation, the au- —— 
thor continues: ‘At any rate,a mis- | _ Service Man- 
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Casualty Insurances 


in its own behalf to comply with the 

remainder of its burden of proof. 

There were no provisions in the 

certificate of insurance or in the 

application for the policy by the 

insured that stated that the policy ' 

was issued in reliance upon the this advertisement appears ins 
insured’s statements. Neither was | 

there any testimony to support a | TIME—May 13 AMERICAN HOME — June 
conclusion that the policy was NEWSWEEK—May 13 BETTER HOMES & GARDENS —June 
issued in reliance on the statements BUSINESS WEEK—May 25 NATION’S BUSINESS —June 


contained in the application.” U.S. NEWS & WORLD REPORT—May 24 
The appellate court then sent the 


case back to the trial court to 
determine the period of disability. 
(Adams v. National Casualty Co., 
Oklahoma Supreme Court, Jan- 
uary 15, 1957) 
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CHANGES IN 





Family Protector Plan 


American National’s Full Fam- 
ily Protector policy covers the en- 
tire family group 
as one unit, and 
with just one peri- 
odic premium to 
pay. Minimum 
plan provides 
$5,000 whole life 
on the husband 
with accidental death benefits and 
premium waiver disability to his 
age 65; $1,000 term to age 20 on 
each child, and $1,000 term on 
the wife to age 65 if she is the 
same age as husband. 

Premiums may be paid annu- 
ally, semi-annually, quarterly, 
monthly or on salary savings ar- 
rangements. 


For Further Information Circle 235 on Card 


New Group for Small Companies 


The “Model Group Life” plan 
introduced by United States Life 


offers a group life schedule 
adopted from the Model Group 
Life Insurance Definition spon- 
sored by the National Association 
of Insurance Commissioners. This 
allows a  $20,000/$40,000 life 
schedule to be offered to firms 
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with as few as 10 employees in 
states where such a plan is per- 
mitted. The same schedule will 
be offered in states where no 
maximum is imposed by law. In 
states having lower minimums, 
the plan will provide the limit 
allowed. 

Another feature makes available 
a new limit of accidental death 
and dismemberment benefits of up 





Our Friends 


The people who process inquiry 
cards for THE SPECTATOR are 
pretty good at solving problems. 
Nobody yet, however, has figured a 
way to respond to inquiries when the 
writers fail to give us their names 
and addresses. Three unsigned cards 
came in recently all wanting more 
information on items listed in the 
February issue. If these ‘forgetful 
citizens of Fairfield, Ill., Levittown, 
Pa., and Tuscaloosa, Ala., will com- 
municate with us, revealing their 
identities, we'll be happy to honor 
their inquiries. 

While on the subject, we must 
acknowledge also the gentleman 
from Kankakee, Ill. He also is secre- 
tive about his identity. But that's 
all right. He didn't ask for any in- 
formation; just sent in cards without 
any numbers circled. Evidently an 
uncontrollable compulsion to tear 
things along dotted lines. A _psy- 
chiatrist, anyone? 











to $20,000 for non-hazardous in- 
dustries on a 24-hour basis. 
For Further Information Circle 236 on Card 


Anniversary Policy 

Equitable Reserve Association 
has introduced an “Anniversary 
Special” to commemorate its 60th 
anniversary. The policy, a 20- 
payment endowment at age 65, is 
issued with a minimum amount 
of $5,000. 

The Special is offered standard 
at age 0 to 45 inclusive. Optional 
features include accidental death, 
waiver of premium disability, and 
accident benefits, which are of- 
fered beginning at age 10. 


For Further Information Circle 237 on Card 


Postal Life “Executive” 


Postal Life of New York has 
announced an “Executive Special” 
policy with $25,000 minimum. The 
participating policy will be issued 
from age 10 through 70, paid up 
at 90, and will have high guar- 
anteed cash values. It will be 
issued sub-standard to 500 per 
cent. Family income and _ level 
term riders may be added. 


For Further Information Circle 238 on Card 


Converts to Endowment at 55 


Known as the “90 Special,” the 
life paid-up at 90 contract offered 
by Equitable of Iowa incorporates 
two unusual options. At the elec- 
tion of the insured at age 55, if 
policy was issued prior to age 45, 
or 10 years after the issue date, 
the policy may be converted to 
an endowment policy maturing in 
ten years, with increased premi- 
ums. For a smaller premium in- 
crease, the contract may be con- 
verted to one paid up in ten years. 


For Further Information Circle 239 on Card 


Lifetime Accident Disability 
New disability income policies 

offered by American United Life 

range from a min- 

imum of two-year 

accident only cov- 

erage to a maxi- 

mum of lifetime 

accident coverage 

with sickness 

benefits to age 65. 
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Company will issue monthly bene- 
fit amounts from $100 to $500 and 
will participate with other com- 
panies to a total of $750 per 
month. Plans are guaranteed re- 
newable to age 65. 

Other features of the disability 
coverage include accidental death 
and dismemberment benefits in 
lump sum amounts equal to 25 
times the monthly income benefit. 
Partial disability benefits at half 
the monthly income benefit will 
be paid for up to six months fol- 
lowing a period of total disability. 

Recurrence of disability after 
a six month period is treated as 
a new claim. There is no require- 
ment for house confinement. 

Issue ages for accident - only 
coverage are 18 to 60 for men, and 
18 to 55 for women. Sickness 
coverage ages are 18 to 55 for 
men, and 18 to 50 for women. 


For Further Information Circle 240 on Card 


Deductible A&H 


Prudential has announced a new 
hospital and surgical expense plan 
issued for persons through age 
55. The policy becomes paid up 
for life, with reduced benefits, 
after age 65. An optional deduc- 
tible feature provides that the 
policyholder pays the first $50 or 
$100 of expense, depending on the 
contract selected. 


For Further Information Circle 241 on Card 





WHAT THE NUMBERS MEAN 


If you would like more infor- 
mation about one or more of the 
policies or lines reviewed here, 
circle on the card between pages 
64 and 67 the number or numbers 
following those items. Write your 
name and address on the card 
and drop it in the mail. 











Protection for Agents 


An Errors and Omissions policy 
for insurance agents is being 
offered by Ameri- 
can Casualty. Cov- 
erage protects the 
agent’s liability 
both to individual 
policyholders and 
the companies he 
represents. 

Policies 


2 
. = = 


are written on a de- 
Continued on page 58 
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Inspect our popular 


Write Dept. A-2, Reading, Pa. 





Errors and Omissions 
Professional Liability 
Accounts Receivable 





programs 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 
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“T've learned a lot in twenty years...” 


Says broker Joseph M. Porter seen here (right) with Prudential 
Brokerage Manager Wayne H. McCarty and Mr. G. R. Hush 
(center) owner of Hush’s Drug Store, Detroit, Mich. 


“Mostly I’ve learned about people and 
the way they think. I’ve found that 
when it comes to something as important 
as insurance they want the finest avail- 
able. They have more confidence in in- 
surance that has made a name for itself. 
And, believe me, Prudential’s reputation 
has paved the way on countless occa- 
sions. People just naturally associate the 
name Prudential with sound insurance. 
“Equally important to me as a broker 
is the expert assistance I’ve received 


through Prudential’s extensive Brokerage 
Service. For example, Wayne McCarty, 
a Prudential Brokerage Manager, helped 
me plan and present a Modified 20-Pay 
Life program to Mr. Hush and then 
worked with me right through to the 
close of the sale. And even with all the 
help they give me, I still get the full 
commission. 

“Twenty years ago, I decided to sell 
Prudential insurance. I have never re- 
gretted that decision.” 


You'll enjoy AIR POWER on YOU ARE THERE, Sundays, CBS-TV 


TO: BROKERAGE SERVICE + THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BROKERAGE SERVICE and how it will 


make LIFE sales easier for me. 
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ADDRESS 


PHONE 
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THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 


Life Insurance « 


< 
& « 
#8 insunar© 


Annuities * Sickness & Accident Protection * Group Insurance * Group Pensions 





Contracts and Policies 


Continued from page 57 


ductible basis with options of 
from $250 to $5,000 deductible ap- 
plicable to each claim. Premiums 
are based on the number of indi- 
viduals, officers, partners, direc- 
tors and other employees in the 
agency, and the limit of liability 
and deductible selected. 

For Further Information Circle 242 on Card 


Aircraft Policy in Booklet 


An indexed, easy-to-read booklet 
form has been adopted for the new 
aircraft liability policy of Lumber- 
mens Mutual and American Motor- 
ists. 

The booklet eliminates the fold- 
ing and unfolding required with 
the usual policy form. An index of 
provisions enables the policyholder 
to locate coverage information by 
page number. 

Policy provisions have_ been 
changed to provide payment up to 


$100 on bail bonds required of the 
insured because of accident or viola- 
tion of law or civil aviation regula- 
tion. A provision covering replace- 
ment aircraft without notice to the 
company has been added. Thirty 
days’ automatic coverage on addi- 
tional aircraft is given if the com- 
pany insures all aircraft owned by 
the named insured and spouse. 


For Further Information Circle 243 on Card 


Contracts and Policies Notes 


Bankers National Life has in- 
creased the limit on accidental 


death benefits from $50,000 to 
$100,000 in justifiable situations. 
The $100,000 total insurance car- 
ried in all companies is retained. 

Colonial Life has _ increased 
from 2% to 3 per cent the dis- 
count rate for ordinary premiums 
paid in advance. 

John Hancock has developed 
new employee insurance for states 
not yet permitting group life on 
10 to 24 employees. 

Connecticut Mutual Life has an- 
nounced an increase from 2% to 
3 per cent discount for advance 
premiums. Up to a maximum of 20 
annual premiums per policy will 
be accepted at the new rate, sub- 
ject to the company’s maximum 
cash limits. 

Life of Virginia has changed 
underwriting rules for military 
risks. Married enlisted men in the 
lower four pay grades are now 
considered for $10,000 on whole 
life or higher premium plans. 
Company has also increased non- 
medical limits, up to $10,000 for 
men and single women (including 
widows and divorcees) between 31 
and 35 years of age. 


.. made the easy way 
with the help of the 


PEERLESS 


Dwelling Package Insurance 
‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 


SE COMPANY - KEENE, NEW HAMPSHIRE 


3) 
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Massachusetts Mutual has 
changed premium rates for women 
who purchase its executive protec- 
tion policies. Contracts for high 
average amounts will be issued for 
age three years younger than ap- 
plicant’s actual age. 

Union Mutual Life has increased 
the maximum amounts it will un- 
derwrite on a non-medical applica- 
tion. Increase over previous max- 
imums is $5,000 at ages 5 to 40, ex- 
cept in Iowa where $10,000 is the 
statutory limit at all ages. 

Mutual Benefit Life has _ in- 
creased the discount rate on paid- 
in-advance premiums from 2% to 
3 per cent. Company’s 1956 divi- 
dend scale is being continued in 
1957, with distribution estimated 
at $24,100,000. 

National Life of Vermont has re- 
vised its dividend scale upward. 
The directors have voted to set 
aside $13,900,000, an increase of 
12 per cent over the previous year. 


Occidental Life of California 
has introduced a new series of 
fully convertible 10- and 15-year 
additional term riders that pro- 
vide $1,100 of insurance for each 
$1,000 during the first year. They 
are issued in amounts up to 2% 
times the basic policy. 

John Hancock has introduced 
an automatic monthly payment 
plan, called “Premium-atic,” by 
which the policyholder authorizes 
the company to draw monthly 
checks on his bank account to 
cover the premium on his policy. 
The service is available for select 
ordinary policies and annuity con- 
tracts with a monthly premium of 
$15 or more. 

Manhattan Life has authorized 
payment of yearly dividends to 
policyholders 10 per cent greater 
than those shown in present scale. 
Increase will commence with pol- 
icy anniversaries on and after 
May 1, 1957. On funds and divi- 
dends left with the company, ex- 
cess interest of 3.25 per cent over 
the guaranteed rate will be al- 
lowed. 

Mutual of New York has ex- 
panded its Mony-matic plan for 
monthly payment of premiums by 
preauthorized check to a nation- 
wide basis. 

Midland Mutual Life has an- 
nounced higher dividend sched- 

Continued on page 60 
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E. P. HIGGINS AND COMPANY 


(Frank M. Speakman Associates) 


Consulting Actuaries 
Accountants 


Bourse Building 
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200 West 57th Street 
New York 19, N. Y. 





WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


417 South Hill Street 
Los Angeles 13, Calif. 








Your policyowners will be grateful, naturally, when you bring them the 
convenience and security and economy of the 


NEW G PLAN AUTOMOBILE INSURANCE 


with all those features represented in one handy package: 


local agency service and know-how; 
broad protection via the new 
Family Automobile policy; 


fair, prompt claim service, 
countrywide; and 

sound backing by a Company of 
proven reputation — 


— all at a truly competitive price — approximately 20% less than usual rates! 


Complete customer satisfaction will be a major C.I. benefit to you, since each 
C.I. sale points the way to additional lines, and to the new accounts opened up 
by C.I. insureds’ enthusiastic word-of-mouth to others. But you'll also appreci- 
ate the savings in time and money to yourself and to agency overhead in these 


UNIQUE AGENCY BENEFITS OF G PLAN AUTO INSURANCE: 


a six-months policy, automatically 
renewable, with ownership of re- 
newals guaranteed by agency con- 
tract; 


billing through you or direct to your 
client, at your option: 

no “free” insurance, hence no 
wasted effort on your part — 


— and liberal commissions, with a built-in bonus for profitable business! 
*The number of automobiles has doubled in the past ten years; so have the 
rates in most areas. Thus your share of the market has actually quadrupled. 
If you want to catch up with your proper share, or improve on it still further, 
use the coupon below to ask for details — now! 
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THE CONNECTICUT INDEMNITY COMPANY 


Home Offices: NEW HAVEN, CONN. 


Pacific Depts.: 248 Battery St., SAN FRANCISCO, CAL. 
# (including Security-Connecticut LIFE Insurance Company, Incorporated 1955) 
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Please send me your Agency Sales Bulletin on C1. PLAN AUTO INSURANCE 


Name 





Agency 





Street or Bldg. 





City or Town 





Years in 
business 


Estimated Number of 
Private Passenger Clients 
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HOME OFFICE AGENCY EXECUTIVE 





Rapid-growing, progressive, Midwest company oper- 
ating in forty-seven states, with well over a billion dollars 
of life insurance in force and writing both life and A&S, 
has opening for capable experienced individual to super- 
vise agencies of eight-state area. Position has become 
available due to promotion; our entire staff knows of 
this ad. 


Individual selected must have successful selling and 
recruiting experience, be well-versed in technical areas 
of agency management and capable of directing and 
motivating agencies in the life and A&S fields. 


Five-figure income assured upon conclusion of train- 
ing period, 


In replying, please be specific: education, experi- 
ence, insurance affiliations, income, present connection 
and reason for desiring change. All replies held in strict 
confidence, 


ADDRESS: BOX 82, THE SPECTATOR 
CHESTNUT & 56th STS. 
PHILADELPHIA 39, PA. 





Frank E. Gerry 


MILES M. DAWSON & SON, INC. 


Consulting Actuaries 
1014 Hope Street 
Springdale, Conn. 








BROWN and RICHARDSON 


BROWN, CONRAD and RICHARDSON 
Consulting Actuaries 


Edward D. Brown, Jr. Jean Conrad Robert A. Richardson 
CHICAGO CLEVELAND 











Contracts and Policies 
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ules for policies issued since Jan- 
uary 1, 1938. Company’s occupa- 
tional manual has been revised 
with ratings reduced in some 
cases and, in others, eliminated. 


New York Life announces that 
individual life policies are avail- 
able without an occupational ex- 
tra premium to municipal fire 
department employees and most 
categories of police and other law 
enforcement officers. Company has 
also increased to 3 per cent its 
discount on premiums paid in 
advance. 

Old Line has announced a num- 
ber of changes including reduc- 
tion of rates on disability waiver 
of premium benefits; minimum 
amount at issue for several par- 
ticipating plans has been raised 
to $2,500. 


Preferred Mutual Fire of New 
Berlin, N. Y., which was recently 
licensed in Virginia, has received 
approval of a deviation of 15 per 
cent on fire, allied lines and inland 
marine, and 10 per cent on auto 
physical damage. 

State Life of Indianapolis no 
longer excludes airplane passen- 
gers having no official duties per- 
taining to that flight from cover- 
age under its double indemnity 
accidental death benefits. Provi- 
sions for premium waiver for 
total disability have also been 
changed. Exclusions are limited to 
intentional, self-inflicted injury 
and disability caused by any act 
of war. 


Union Mutual has increased 
maximum amounts issued on non- 
medical applications, and has in- 
creased its discount on prepaid 
premiums from 2% to 3 per cent. 
Company also announced that it 
is now offering non-cancellable, 
guaranteed renewable disability 
contracts to citizens of Puerto 
Rico. 

Washington National has in- 
creased the discount rate on ad- 
vance premiums from 2% to 3 per 
cent. Discount on withdrawn pre- 
miums so deposited has been 
increased from 1% to 2 per cent. 
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Investing 


Continued from page 41 


ments, plus a government com- 
mitted to full employment, have 
given the consuming public a 
sense of security against the fu- 
ture. Where is the money coming 
from to finance such ventures? 
There is no set answer but that it 
will come from some place, even to 
the extent of further undermining 
the purchasing power of the dol- 
lar, would seem to be a political 
certainty. 


New Forces 


These are only a few of the new 
economic factors that exist today 
that did not exist, at least to the 
same degree, twenty years ago. 
Because of these new forces, we 
must be careful in evaluating the 
future and not just assume that, 
when some values get out of line 
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Get 14 in front, leap ahead, with National 
ty's sound protection—the finest in 


Casua 


Disability Income, Hospitalization and Sur- able. 
gical coverages for the Individual, Family, 
Franchise or True Group case. 





with past methods of measure- 
ments, the economy as a whole 
will follow a specific course. 


New with the Old 


The world is changing rapidly, 
as are we, and new forces have 
entered the picture to affect our 
search for investment values. 
Companies change, as with Amer- 
ican Potash, Air Reduction and 
W. R. Grace & Company, and must 
be reassessed. The American econ- 
omy changes, with new forces 
mingling with the old, and all of 
them having some influence on the 
progress of business and invest- 
ments. 

We as investors must be ever 
alert. We must not become hide- 
tradition nor expect 
miracles from the new forces that 
surround us. It is this alertness 
that should pay off in a better 
adjustment of portfolios to the 
changing times. The new supports 
to our present economy, 


bound by 


pension 


plans, social security, managed 


HEAD 
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money, to name a few, are not in 
themselves an assurance of a con- 
stantly rising economy. They will 
breed their own troubles and if 
some day a depression does over 
take us, you may be sure it will 
from a least 


arise source we 


expect. 


Unexpected Attack 


Such is life. We build protective 
devices, like the “impregnable” 
Maginot Line built by France af- 
ter the First World War. It would 
have done a job under conditions 
prevailing in 1918, but when Hit- 
ler got around to applying new 
methods, the fall of France came 
from the most unexpected quar- 
ter. The same may be true when 
we look back from whence came 
the pressure that may in time un- 
dermine our present rising trend 
of prosperity. 

A pause now and then to exam 
ine your own thinking and your 
past actions, could be one of your 
most profitable investments. 











Remember —It's Easiest to Sell the Best! 
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740 MAIN, NEWEST UNIT OF TRAVELERS GROUP 


Designed by Voorhees, Walker, Smith and Smith. Built by George A. Fuller Construction Company 


protected throughout by 


oe 





ADT Central Station 


AERO 


AUTOMATIC FIRE DETECTION 
and ALARM SERVICE 


Completely modern, this beautiful addition to the 
home office building group of The Travelers Insur- 
ance Company combines safety with efficiency and 
comfort. Like all other Travelers buildings at Hart- 
ford, it is equipped with Aero, the pneumatic rate- 
of - rise system, which detects fire and summons the 


fire department automatically. 


Aero protection covers every floor of every building 
in the home office group. It extends to the very tip of 
the famous Travelers Tower, 527 feet above street 
level. There are 211 Aero circuits comprising ap- 
proximately 36 miles of inconspicuous copper tub- 
ing, 1/12” diameter, Even the ornate ceiling of Bat- 
terson Hall presented no problem because Aero does 
not detract from interior decorations. 


Whether your project is large or small, there is an 
ADT Automatic Protection Service to meet every 
requirement. Thousands of concerns from coast to 
coast depend on ADT for better protection against 
fire, burglary and other hazards, at lower cost. Our 
local sales representative will be pleased to discuss 
your problem, Call us if we are listed in your phone 
book; or write to our Executive Office. 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH COMPANY 
155 Sixth Avenue, New York 13, N. Y. 
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PRODUCTS 


TO SAVE TIME AND MONEY FOR 


SERVICES 


What Is Sound Monetary Policy? 


“Perspective on Gold” sets 
forth recommendations for a 
sound monetary policy, the im- 
portance of counteracting inflation 
and gives consideration to the 
possible effect on world conditions 
of any changes in United States 
policy. The booklet was prepared 
by the Money and Credit Commit- 
tee of the Nationa! Association of 
Manufacturers and is 
for 25 cents. 


available 


Por Further Information Circle 22 on Card 


Scientific Personnel Testing 

Science Research Associates, a 
research and publishing organiza- 
tion for the development of psy- 
chological personnel tests and re- 
lated materials for industry, has 
available a catalog titled “SRA 
1957 Industrial Catalog.” 

The 32-page catalog describes 
methods and materials designed to 
help management select better em- 
ployees and reduce turnover, im- 
prove operating efficiency, increase 
employee performance, and choose 
employees for promotion. 


For Purther Information Circle 23 on Card 


Problems in Pension Plans 

The Pension Planning Company 
reports that about 13 per cent of 
all pension plans currently in op- 
eration are of the multi-employer 
negotiated type. Because of the 
growth of these plans and their 
potential influence on single-em- 
ployer contracts, the multi-employ- 
er type plan should be of in- 
terest also to organizations hav- 
ing private plans set up under one 
employer. 
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Meyer M. Goldstein, executive 
director of the Pension Planning 
Company, has written a pamphlet 
entitled “Problems in Multi-Em- 
ployer Negotiated Pension Plans.” 
He first defines the plan as one 
started by a union and negotiated 
with a group of employers in the 
same area, or the same industry 
He then discusses some of the in- 
herent problems, dangers and pos- 
sible pitfalls in setting up such 
plans. 


For Further Information Cirele 24 on Card 


Trick Pencil as a Giveaway 

The Marvie Company has an 
‘Bend - Over - Back- 
attention- 


nounced the 
wards” pencil as an 
getter for distribution at conven 
tions and trade shows. Item con- 
sists of an advertising message 
imprinted on a card about the 
Attached 
to the card is a piiofilm envelope 
gadget, 
looks like a pencil but is made of 


size of a business card. 


containing the which 


rubber and doubles over when 
ised Salesmen will find the 
“Bend-Over-Backwards” pencils 
iseful as door openers 


For Varther Information Cirele 25 on Card 


Health Insurance Directory 


The 1956-57 Directory of the 
Health Insurance 
America is being distributed, the 


Association of 


first reference guide to be issued 
by this organization 

For use by HIAA membership, 
the new Directory contains a list 
of companies in alphabetical! 
order, by geographic location, 
and the names of company ex 
Included in the 96- 
page booklet are listings of the 
Association’s various committees 
and names of members, the con- 


ecutives. 


INSURANCE 


i 


USE REPLY CARD ON PAGE 65 


For additional free information on one 
or more of these items, detach the reply 
cord. Circle on it the number or aum- 
bers corresponding to the figures listed 
after each item in which you are inter- 
ested. Fill in the blanks with your nome 
and address and drop the card in the 
mail, 

This reply cord is not an order blank. 
1¢ merely tells the supplier that you ore 
interested in receiving without obligation 
more information about his product or 
publication. 











stitution, and names and affilia- 
tions of board of -di- 
rectors, and executive staff 


officers, 


Por Purther lnfermation Circle 26 on Card 


Penmanship Prints for Framing 


Facsimile examples of oldtime 
business calligraphy, displaying the 
ornate penmanship prized by busi 


nessmen prior to the typewriter, 





are available from Document House. 
Executed on snow-parchment, the 
reproductions are suitable for 

framing 
Each print sets forth a prin 
ciple of ethics or motto for busi 
Continued on page 64 
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ANICO’S 
EXECUTIVE SPECIAL 


$25,000 Minimum Issue Policy 





Guaranteed rates and values per $1,000 at 
specimen age 35 


$ 16.89 *Cash at 65 Paid Up 
363,00 Insurance 


556.00 *20 Premiums 
*Stendard and Sub-Stendard* 


*Annvual Premium 
*20th Year Cash Value 
*20th Year Paid Up 


Other Examples of 30 ANICO “On Target” 
SALES LEADERS 


*ANICO CO-OP PENSION PLAN 
Designed and priced for the 
small employee group 


*PULL FAMILY PROTECTOR PLAN 

Complete family coverage, new 
children included 

Fathers age 20 through 50 

Children covered to age 20 

Competitive premium 


*Complete Sub-Standard Consider- 
ation, Franchise. Bank Draft. 
Non-Medical. 





Openings everywhere in territory for REPRESENTATIVES, 
BROKERS, SPECIAL BROKERS. Inquiries about these or other 
openings for those with special qualifications and experience will 
receive prompt attention and answer. For information address 
Coordinator of Sales. 


AMERICAN NATIONAL ™ 
INSURANCE Co. 


GALVESTON, TEXAS 
OVER 3 BILLIONS, 650 MILLIONS IN FORCE 


Profit with our attractive Y é CHT 


program 











Write Dept. A-3, Reading, Pa 


AMERIGAN GASUALTY 











COAST-TO-COAS! BRANCH OFFICE SERVICE 
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Products and Services 


Continued from page 63 


ness success. They discuss Hon- 
esty, Credit, Reputation, Wisdom, 
and Human Prudence: or, How to 
get Riches. The folio contains 
six 10x14 inch facsimiles. 


For Further Information Circle 27 on Card 


Major Disasters Listed 


“Disaster Reinsurance,” a book- 
let issued by Employers Reinsur- 
ance Corporation, discusses the 
risk of unpredictable mass ex- 
posure for companies writing per- 
sonal policies including a list of 
major disasters and their toll in 
human lives. 

Aim of the booklet is to assist 
companies writing life or acci- 
dent and health policies in an 
analysis of their risks from a 
catastrophe standpoint. 


For Further Information Circle 28 on Card 


Photocopyer for Small Offices 

The Cameo Photocopyer by Co- 
pease has a switch to permit in- 
stant changing from standard 
paper for normal! lighting condi- 
tions to slow paper for use un- 
der even the strongest fluorescent 
lights. 

The Cameo model was designed 
for small offices and departmental 
use. It can be placed on a type- 
writer stand or the corner of a 
desk. 
out tray so that developer may be 
changed quickly and neatly. 

The machine makes black-on- 
white copies of originals up to 8% 
inches in width and any length 


Another feature is a slide- 


For Further Information Circle 29 on Card 


Film on Water Safety 

“Paddle A Safe Canoe,” a 13- 
minute color film, is available on 
from Aetna 
Casualty and Surety Company. 
The movie demonstrates how to 
handle a canoe both afloat and 


a free-loan basis 


ashore. 

Featured is Steve Lysak, for- 
mer Olympics winner, who illus- 
trates proper canoeing techniques. 

Continued on page 67 
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Executives Bookshelf 
How to Find Business Insurance 


Where can you find business insurance prospects? In your 
own back yard, declares Millard A. Samuel, CLU, business 
insurance specialist of New England Life. Mr. Samuel has 
written a book, “Business Insurance in Your Own Back 
Yard,” proving his point. 

Published by Rough Notes Company, the book stresses 
selling ideas, not technicalities involved in business insur- 
ance. It was designed to show the average good agent that 
he can write business insurance as well as personal cover- 
ages. Discussion centers around coverages for proprietor- 
ships, partnerships, and corporations. One chapter is de 
voted to business accident and sickness contracts. 

Fer Further laformation Circle 269 on Card 


From Drawing Board to Final Product 


A sharp over-all picture of manufacturing trends is pre- 
sented in a new book by Arthur C. Ansley, “Manufacturing 
Methods and Processes,” a 56l-page volume with 788 illus- 
trations. Frank N. Piasecki, president of Piasecki Air- 
crafts, describes the work as “bridging the gap between 
drawing board and final product.” 

Aided by his background as manufacturer, engineer and 
lecturer, the author has produced a production study which 
also analyzes the technical, design and manufacturing prob- 
lems involved. A few of the methods covered include stamp- 
ing and forming processes, casting, forging and extrusion, 
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' 
electroforming, metal spraying or metallizing, ultrasonic ; . 
machining, plastics and their fabrication, woodworking ; ii a 
processes, and automation. ; = 5 ¢ 
Fer Further Information Circle 270 on Card Cc > ~~ 
i © Go 
Dictionary for Businessmen ! «at 
The Philosophical Library, Inc., has published an : BY 7) KR 
“American Business Dictionary” compiled by Harold .- 
Lazarus. The 522-page volume covers most ef the major o S&S : 
areas of modern business from accounting and advertis- i a. ~ z 
ing to wholesaling. 
Here is the business vocabulary required to meet the 
daily reference needs of business men, business and finan- 
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Bookshelf (Continued) 


cial writers, economists, attorneys, vocational counselors 
and secretaries. Mr. Lazarus is an assistant professor of 
management at Hofstra College in Long Island. 

For Further Information Circle 271 on Card 


Italian Books Illustrate Insurance Need 


The National Insurance Institute (Instituto Nazionale 
delle Assicurazioni) of Italy has announced a new work 
titled “Progress and Foresight.” Published in Rome, the 
book presents an illustrated study of the need for life and 
property insurance. The conclusion describes the function 
of the Institute in promoting voluntary insurance. 

The new book is third in the series published in recent 
years by the Institute. “Foresight” appeared in 1954 and 
“Risk and Certitude” in 1955. 


Study of Ohio’s Unemployment Comp Law 


“Financing Unemployment Compensation” is a com- 
plete study of Ohio’s legislative and financial experience 
under the unemployment compensation law enacted in 


1936. Authors are Edison L. Bowers and Paul G. Craig 
of the Ohio State University, and William Papier, direc- 
tor of the Division of Research and Statistics of the Ohio 
sureau of Unemployment Compensation. 

While based on Ohio data, the book’s findings have 
general applications because of the manner of presenta- 
tion, and the size and diversity of Ohio’s economy. The 
study considers such questions as: Would u. ¢c. funds 
remain solvent in a serious depression? How large should 
reserve funds be? 

For Further Information Circle 272 on Card 


Proceedings of Actuaries’ Conference 


The Proceedings for 1956-57 of the Conference of 
Actuaries in Public Practice includes articles addressed 
to the general public as well as discussions of interest to 
insurance specialists. Among the papers is a review of 
the legislative provisions and financing basis of Social 
Security laws following the 1956 amendments. This study 
was prepared by Robert J. Myers, chief actuary for the 
Social Security Administration. Also of interest and 
value are the reviews following this, and most of the 
studies presented. 

Fer Further Information Circle 273 on Card 
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The film was produced by the in- 
surance company in the interest 
of water safety, and was dis- 
played at special showings re- 
cently sponsored by the American 
Canoe Association. 


Por Further Information Circle 30 on Card 


Chilton’s Wreck Estimator 


First edition of the Chilton’s 
Motor Age “Wreck Estimator” is 
being distributed now. A com- 
plete, up-to-date manual and esti- 
mating service, the book is of 
value to all insurance adjusters, 
appraisers, ard estimators § in 
shops doing auto body repairs. 

A looseleaf book, it covers al! 
makes of cars and contains hun- 
dreds of illustrations. Factory 
time for labor operations is used 
throughout. In addition, monthly 
supplements of price revision pages 
are sent to subscribers. A conver- 
sion table printed on durable card- 
board makes it easy to reduce the 
“Wreck Estimator’s ” time and 
labor figures to dollars and cents. 


For Further Information Circle 31 om Card 


Portable Folding Lectern 


The portable “Executive” fold- 
ing lectern is an aid to companies 
staging sales and training ses- 
sions in widely separated places. 
Sturdily constructed, the lectern 
unfolds for instant use, and folds 
for storage or carrying. Lamp and 
carrying case are also available. 


For Further Information Cirele 32 on Card 


Addresses with Master Patches 


Press-On Master Patches, made 
by Master Addresser Company, 
have pressure sensitive backs for 
easy attachment to any ledger or 
record cards, and a hinged paper 
flap protecting the address area. 
The paper masters are typed with 
name and address or other repeti- 
tive data in the office typewriter. 
Tabbed on a ledger or record 
card, the typed data can be re- 
printed 50 to 100 times over a 
period of years. Thus records 
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and means for printing addresses 
can be combined in a single file. 
Prints are made in the desk 
size Model 60 Master Addresser 
which is conveniently arranged 
for adding a previous balance as 
statements are addressed. 


Per Further Information Circle 35 om Card 


Timer Saves on Parking Tickets 
Housewives have long known 

the value of an automatic timer 

in the kitchen. Now the handy 


gadget has been adapted for 


salesmen, motorists, photogra- 
phers, and anyone else who needs 
to keep one eye on the clock 
while attending to a multitude of 
other duties. 

The Parker-Timer was original- 
ly developed for motorists to re- 
mind them when time was running 
out on parking meters. No larger 
than a wristwatch, it can be 
clipped to wearing apparel! or car 
ried in a pocket. A gentle buzz 
indicates when the specified time 
has come. Dial can be preset for 
five minutes up to four hours as 
Knob winds both the 


alarm system and the Swiss move- 


desired. 


ment simultaneously. 


Per Further tnformation Cirele 34 on Card 


Long Distance Accounting 

A system for relaying transac- 
tions electronically has been an- 
nounced by Stromberg Time Cor- 
poration. Called the Transacter, 
the method permits instantaneous 
transmission of critical cost and 
payroll accounting data to a cen 
tral receiving recorder, making 
possible up-to-the-minute control 
of an entire accounting operation 

Transacters can be installed at 
strategically located work centers 
When an 
operation is completed, data tags 


throughout the building 
are inserted in the Transacter. 
Information contained on the tags 
is then reproduced at a central re 

Continued on page 68 
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The Pioneer Organization 


COATS & 
BURCHARD 


COMPANY 
Chicago 


APPRAISERS 


Appraisals for Correct 
Insurance Coverage and 
Proof of Loss 


Depreciation Studies 
Property Ledgers 


4413 Ravenswood Avenve 
Chicago 40, Iilinois 





| A Great Company 


Omeahe, Nebroske 


Our 54th Annual Report re- 
flects a continuing growth in 
the sales and service of World 
Insurance Company, a progres- 
sive company that issues a 
complete line of personal in- 
surance protection, For your 


copy, write to; 


T. D. Eilers, President 
World Insurance Company 
Omaha, Nebraska 


in the tneuvrance weritd 


ime, Al de ee 
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ceiving tape punch. This 
may then be used to 

punched cards for input to elec- 
tronie computers, or may be auto- 
matically reproduced thousands 
of miles away by wire line trans- 
mission. Up to 650 Transacters 


tape 


create 


may transmit to a single receiver, 
where messages are recorded in 
the order received. 


For Vurther lafermation Circle 35 on Card 


Black Spirit Carbon 


A new non-staining black carbon 
by Ditto, Ine., permits production 
of black on white copies on Direct 
Process (liquid or spirit) duplica- 
Called Black Hi-Gloss, the 

produces 100 and 


tors. 


carbon more 


ot 
“4 Bi : ny 
ow Big is Big? 
Just how DO you measure size? Is it insurance in force? 


Is it assets? Is it surplus? Is it the tallest Home Office 
building? 


Sure, American United IS big . . . among the top 10% of 
American life insurance companies, but we think size is 
measured by how big you think. And big thinking in- 
volves a lot of important things: a training program to 
help men grow and prosper; unique sales tools at every 
level, from a simple track for the beginner to the pro- 
fessionally prepared material for the estate planner; big 
thinking means a complete line of contracts for income 
protection; it means competitiveness in price and pro- 
visions; it means sales mindedness. 


In this respect American United Life is as big . . . as you 


ever saw. 


cE COMPANY 
INDIANAPOLIS, INDIANA 


FLEXIBLE OPTIONS * LOW NET COST SPECIALS 


INSURANCE °¢ 


Lf MAJOR MEDICAL 


GROUP RETIREMENT «¢ 


PENSION TRUSTS 
* NON-CANCELABLE DISABILITY 


EED RENEWABLE HOSPITAL AND SURGICAL 
N SUBSTANDARD UNDERWRITING AND REINSURANCE 





cleancut copies on any spirit dupli- 
cator using regular duplicator fluid, 
the company says. 

Carbon surface and edges are 
chemically sealed to prevent smear- 
ing or smudging on hands, clothes, 
or paper. According to Ditto, 
Black Hi-Gloss is recommended 
particularly for accounting reports 
and systems where black copies are 
often preferred, and where cleanli- 
ness is important to typists and 
operators. 


For Further Information Circle 36 ou Card 


Illuminated Sign for Agencies 

An illuminated sign in several 
colors has been made by the 
Kirby - Cogeshall-Steinau Com- 
pany to identify one large fire and 
casualty company’s agents. 

In addition to the company 
name, five common hazards are 
pictured in separate vignettes, 
calling attention to the various 
types of coverage offered. The 
illuminated display has flashing 
bulbs behind the vignetted 
tions. 


por- 


For Further Information Cirele 37 on Card 


Promoting Bicycle Safety 

With three out of every four 
American youngsters between six 
and 15 riding a bicycle, the As- 
sociation of Casualty and Surety 
Companies has developed a model 
plan for a safety pro- 
gram. The program is designed 
to provide proper’ education, 
training and testing of riders and 
the inspection of bicycles to de- 


bicycle 


tect unsafe conditions. 

The plan is outlined in a book- 
let, “A Community Bicycle Safety 
Program.” Roles played by city 
legislators, police, schools, civic 
and business organizations in es- 
tablishing the program are de- 
scribed. The booklet also gives 
information on testing, register- 
ing and licensing cycles and 
cyclists. 


For Further Information Circle 38 on Card 


Measures While You Walk 


The Rolatape Measuring Wheel 
is an aid in collecting measure- 
ment data quickly. Rolatape is 
used for building and 
praisal work, investigations, set- 


land ap- 
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rates and 
general esti- 


ting up insurance 
schedules and for 
mating. 





The wheel, a 20th 
Product, measures line to line and 
wall to wall. The user simply 
extends the handle, sets the coun- 
ter and begins to walk. 
does the 
inches. 


For Futher Information Circle 39 on Card 


Century 


Rolatape 
measuring in feet and 


Snap-On Tabs for Hanging Files 
the “Ver- 
folders 


Recently introduced, 
tiflex Plus” hanging file 
feature a clear-view plastic tab 
which snaps on and slides to any 
desired position instantly. Spe- 
cially angled for maximum visi- 
bility, the tab is made of sturdy 
Tenite 
ambler color. 


plastic in either clear or 

teady-printed tab inserts are 
available in a wide range of stock 
divisions, including alphabetical, 
1 to 831 days, months and states. 
Blank furnished 
for any other type of listing de- 
sired. Vertiflex Plus folders are 
easily adaptable to any filing sys- 
tem. 


inserts can be 


For Further Information Circle 40 on Card 


One-Pound Fire Extinguishers 


Hubeny Brothers and Leeder 
Manufacturing Company have in- 
troduced a newly designed port- 

Continued on page 70 
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For The Man Ready 
For General Agent Capacity 


NATIONAL RESERVE 


LIFE INSURANCE COMPANY 


TOPEKA « 


SIOUX FALLS 





be progressive and rapidly 


growing Salt Lake City there is 
an unbounded opportunity for 
@ career man ready for Gen- 
eral Agent Responsibility. 


National Reserve Life, now 
over the two hundred million 
dollar mark of Insurance In 
Force, is this year continuing 
a vigorous expansion program 
throughout its operating terri- 
tory from California to Florida. 
Complete home office coopera- 
tion and effective sales aids 
assured, Write for detailed in- 
formation. Correspondence in 
strict confidence. 


H. ©. CHAPMAN, President 
5S. MH. WITMER, Chm. of the Board 
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able fire extinguisher of the dry 
chemical type. The new models 
range from one pound to four- 
pound sizes and bear the approval 
of the Underwriters’ Laboratories, 
Ine, 

The Leeder Company, stating 
that dry chemical extinguishers 
are superior in fighting Class B 
and C fires, is concentrating on 
this type. Oil, gasoline, grease 
and paint fires are designated as 
Class B. Fires in electrical equip- 
ment and motors are Class C. 

The new small size extinguishers 
are expected to meet the market 
demand in homes, power boats, 
trucks, house trailers, farm 
equipment and automobiles, in 
addition to established uses in in- 
dustrial and government installa- 
tions. 

For Vurther Information Circle 41 on Card 





Spectator 1956 Index 


THE SPECTATOR’'S index for the 
12 monthly issues in 1956 is now 
available. 

Included in the index is a list of 
life, property and general interest 
articles, statistical articles and tables 
by page number and month, plus o 
listing of authors, and other per- 
tinent dota. 

Copies will be sent to anyone re- 
questing them on our reply card on 
page 65. 











For Copy of Index Cirele 42 on Card 


1957 Canadian Directory 


The 1957 edition of the Cana- 
dian Almanac and Directory is 
now available. Included in _ its 
more than 800 pages is a wealth 
of information on government de- 
partments and officials, post 
offices and railroad stations, in- 
surance companies with types of 
business transacted, educational 
institutions and their faculties, 
libraries and other helpful data. 
The Almanac can be useful in 
business and institution offices 


for checking addresses, spellings, 
and exact titles of key Canadian 
officials and personnel. 

For Further Information Circle 43 on Card 


Miniature Recorder & Transcriber 


“Walkie-Recordall,” a minia- 
ture recorder and transcriber, can 
make recordings in or out of a 
closed briefcase. The device is 
battery-powered, needing no 
wires, and completely noiseless in 
operation, with no exposed micro- 
phone. The recorder was de- 
signed especially for recording 
conferences, lectures, interviews, 
sales training sessions, reports, 
dictation, and two-way telephone 
conversations. Voices are re- 
corded within a 60-foot radius. 

For dictating in noisy places, 
an optional provision permits the 
exclusion of everything except 
the voice spoken or whispered 
close to the mike. Recording is 
continuous up to four hours on 
each side of a safety-film belt. 
Recordings are easy to file or mail. 
For Further Information Cirele 44 on Card 
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A well-balanced company is, we believe, a company — 


... Whose financial position is strong 


. »» whose geographical market embraces 
a balance of metropolitan, town and 





rural areas 
..» whose polic 


..». whose 
and uniform 


contracts include all 
fundamental coverages... 


..+ Whose contributions to its industry 
have been recognized as outstanding 
rowth has been steady 


.»+ Whose size is sufficiently large to 
assure confidence and prestige 


...» whose management, nevertheless, 
has never lost the common touch | 
with agent and policyholder 

. »» whose reputation as a friendly com- 
pany has been consistently upheld 


Fidelity is a well-balanced company 


The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA * PENNSYLVANIA 
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Fire Results 


Continued from page 44 


this year, covered premiums of 
$13,974,443. 

Coverage on growing crops had 
poor results with the loss ratio 
increasing from 59.8 per cent in 
1955 to 87.1 per cent last year. 
Premiums written on this line by 
the stock companies declined $3 
million to $43,545,823 while losses 
paid rose almost $10 million to 
$37,946,743. 

Auto insurance lines continued 
to play an important part in the 
writings of the stock fire com- 
panies, THE SPECTATOR’S 1956 
figures indicate. Auto liability 
(B. L.) premiums were up about 
$80 million to $279,870,168; auto 
liability (P. D.) up $30 million to 
$136,353,507, and auto physical 
damage premiums down $160 mil- 
lion at $774,124,234. Loss ratios 
for the stock fire companies in 
these lines were: auto liability 
(B. I.) 87.2 per cent (from 42.2 
per cent in 1955), auto liability 
(P. D.) 46.2 per cent (from 44.0 
per cent in 1955), and auto physi- 
cal damage 60.2 per cent (from 
43.4 per cent in 1955). 


Marine Lines Off 


Two other important lines for 
these stock fire companies—ocean 
marine and inland marine—both 
participated in the poor results 
for 1956. For ocean marine the 
loss ratio rose from 55.3 per cent 
in 1955 to 60.1 per cent in 1956, 
with premiums written rising less 
than $10 million to $156,119,204 
while losses paid rose more than 
$12 million to $93,775,072. For 
inland marine the loss ratio went 
up from 49.5 per cent in 1955 to 
57.1 per cent last year. Premiums 
written in this line dropped almost 
$17 million to $252,906,982 and 
losses paid rose more than $10 
million to $144,227,403. 

In workmen's compensation, 
The Spectator’s Fire Index re- 
ports that the stock fire companies 
had a steady loss ratio, shifting 
only from 41.6 per cent in 1955 
to 42.2 per cent in 1956. Comp 
premiums written went up last 
year about $23 million to $102,- 
149,262 while losses paid _ in- 
creased $10 million to $43,065,363. 
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NORTHEASTERN 
OF HARTFORD 
Year net December 31, 


Statement o 


ASSETS 


United States Govern 
ment $5,907 908.74 
New Housing Authority 1,000,429.15 
Local Pubtie Housing 
Temporary 
425,222.20 
Obligations of Inetru 
mentalities of the U 
8 Government 
State, Municipal and 
Political Bubdivistons 
Industrial Non Con 
vertibie 
Canadian Government 
Payable in Canadian 
Dollars 
Industrial and Public 
Utility Convertible 
Canadian Corporate 
Convertible Payable 
in Canadian Dollars 


| 080,222 9% 
4,643,225 08 
9,000 06 


400,347.16 
733,596.79 


306,166.54 


Shares of Savings and Loan Associations 
Insured by Federal Savings and Laan 
Insurance Corporation 
Preferred Mtocks Non 
Comvertible 
Preferred Btocks Con 
vertible 


271 4968 0 
6.475. 


Common Btocks 
Publie Utility $36,786 00 
Banks 711,250.00 
Insurance Companivs 472,066.06 
Miscellaneous 42,628.00 
First Hetneurance Co of Harttord 
Wholly Owned Bubeidiary 
Reserve Funds held hy Companiecs 
Balances due fron Companies 
Acerued Interest and Other Items 
Federal Income Tax Reeoverable 


TOTAL ASSETS 


60 


Ytuls fF Dislingisth tl ° 
Sawe 3 
The Colonial Life 


Insurance Company of America 
Home Office: 


S 423,866.46 


| 062,278.00 


$14,316,200 43 


East Orange, New Jersey 


ys © 


INSURANCE COMPANY 


1956 


Assets and Liabilities 


LIABILITIES 
Reserve for Unearned Premiums 
Reserve for Outstanding Losses 
Keserve for Katily Injury Lossee--Ad 
ditienal 
Reserve for Taxes 
Reserve for ail other Liabilities 
Capital, 300,000 shares at 
63.33% 51,000,000 69 
Surplus 2,508,677 277 
5,508,077 0 
$14,516, 700.48 


Surplus as regerde Treaty Companies 


TOTAL 


Security vYsiuetions are om the beste preserihed by 
the National Awcriation of Insurance Commissioners 
fm the beste of December 71, 1966 actual market 
valuations, surplus would be decreased by $406,016.96 te 
$2,015,060.92. Of thie decrease $417,340.56 is accounted 
for by the depreciation in U 8 Government, Instru 
mentalities of the t 5. Government, New Heusing 
Authority, end Mate and Municipal bends; the entire 
portfolie of seh bends has of overage maturity of 
15 years. Honds deposited for purposes required by lew 
are carried ot $610,056. @ 


SPECIALIZING EXCLUSIVELY 


Standard Building 
242 Trumball Street 
Hartford, Conn. 

Coeorge Olmsted, Chairman 


for 53 
Years in 
REINSURANCE 


WwW. J. Langler, View Chateman 


FIRE —- OCEAN MARINE — 
INLAND MARINE-—HAIL— 
AUTOMOBILE--CASUALTY 
Ww. L. Cobb, President 
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These Names Make News 


Continued from page 10 


a vice president and Richard G. 
Cady, treasurer of The Travel- 
ers. Mr. Duffield had been sec- 
ond vice president. Mr. Cady 
had been treasurer 
since 1943. 

Dr. Walter 8S. Sewell, president- 
elect of the Missouri State Med- 


assistant 


and there’s plenty of Highway 


ical Association, has been elect- 
ed president of the Blue Shield 
medical-surgical care plan of 
St. Louis. Dr. Sewell succeeds 
Dr. Carl F. Vohs, who will con- 
tinue as a member of the execu- 
tive committee and the board. 


H. Marshall Frost has been elect- 
ed a vice president of Ameri- 
can International Underwriters, 
which he joined in 1950 to 


establish the AIU bonding facil- 
ity. Mr. Frost will continue in 
charge of this activity. 





Contract Insurance Business for you! 


The Government has earmarked $5.5 billion for this year’s highway building 
program. And that means plenty of contract bond business for every agent 


or broker who is willing to work for it. Contractors must furnish a bond to 
get a highway contract—and some agent will write this business . . . it might 


as well be you! 


Highway construction costs have skyrocketed during the past few years and 


so have agents’ commissions 


they are very worthwhile. In addition, there are 


contractors’ equipment floaters, fire and many other lines needed by contractors. 


American Surety’s branch offices can give you quick and skilled on-the-spot 
service for contractors on a country-wide basis, And it’s backed by the know- 


how gained from more than 70 years’ experience in this field. 
So let us help you get your share of the profitable highway contract business. 
Our current issue of “Mailroad to Prorirs” gives you the facts about the 


highway program and suggests ways to tap the profits behind it. Just write to 
Agency & Production Department, at the home office. 


AMERICAN SURETY 


"i FIDELITY * SURETY + CASUALTY + FIRE « INLAND MARINE 
OMPANY HOMEOWNERS + ACCOUNTANTS LIABILITY © AVIATION 


100 Broadway, New York 5, N. Y. 








Norman A. Burgoon is vice presi- 
dent and head of the contract 
department of the Fidelity and 
Deposit and American Bonding 
Companies, succeeding Vice 
President E. Milton Smith, who 
is retiring. 

H. C. Gemmer, associated with 
Empire Life and Accident since 
1917, has been elected vice pres- 
ident and secretary. 

Jacob F. Bryan, III, has been 
elected president of the Inde- 
pendent Life and Accident, to 
succeed Claybourne G. Snead, 
who died January 5 at the age 
of 81. Mr. Snead entered the 
insurance business in 1899 and 
had been president of Indepen- 
dent since 1942. 

J. P. Kacmarynski has been elect- 
ed to the board and executive 
committee of Homesteaders Life 
of Des Moines. Mr. Kacmarynski 
joined the company in 1935 as 
actuary. 

Charles E. Hagar has been elected 
a vice president of American 
Independent Reinsurance, Or- 
lando, Fla. 

Henry Depping, Kansas City at- 
torney, has been appointed gen- 
eral counsel of the Federal 
Flood Indemnity Administration 
by Commissioner Frank J. 
Meistrell. 

Stewart M. Scott, CLU, Canada 
Life representative in Winni- 
peg, has been elected president 
of the Life Underwriters Asso- 
ciation of Canada. 

Donald Spencer, a director since 
1950, has been named a vice 
president of Craftsman Insur- 
ance. David S. Kunian, attorney 
for the Company, was elected to 
the board. 

George T. Conklin, Jr., a vice pres- 
ident and director of Guardian 
Life of America, has been elect- 
ed a trustee of Teachers Insur- 
ance and Annuity Association. 


John Phelps has been promoted 
from second vice president to 
vice president of Lincoln Na- 
tional Life. Carl R. Ashman, 
Walter W. Steffen, and Lee 
Wilks were advanced to second 
vice presidencies. Mr. Ashman 
had been assistant vice presi- 
dent and group actuary, and 
Messrs. Steffen and Wilks had 
been assistant vice presidents. 


THE SPECTATOR 





Cyril F. Foster, vice president and 
assistant secretary, has been 
elected a director of Millers 
National and Illinois Fire. 


Walton C. Ament (left), formerly vice 
president manager of Warner-Pathe News, 
is sworn in as deputy commissioner of Fed- 
eral Flood Indemnity Administration by 
Commissioner Frank J. Meistrell. 


John A. North, president of 
Phoenix of Hartford. has been 
elected chairman of the board 
of the American Foreign Insur- 
ance Association. Kenneth E. 
Black, president of The Home, 
and James F. Crafts, president 
of Fireman’s Fund, were elected 
vice chairmen. 

Charles H. Peterson, assistant vice 
president and assistant agency 
director, has been made vice 
president and agency director 
of Maryland Casualty. 

David M. Hadlow, agency vice 
president, has been elected to 
the board of directors of The 
Hartford Steam Boiler Inspec- 
tion and Insurance. 

John C. Newsome was elected to 
the boards of Westchester Fire 
and North River Insurance. Mr. 
Newsome is a partner in the 
firm of Tucker, Anthony & R. L. 
Day, members of the New York 
and Boston Stock Exchanges. 

Ralph A. MeclIninch and J. Fred 
French, directors of New Hamp- 
shire Fire, have been named to 
the board of Granite State Fire, 
and alternate members of the 
companies’ executive commit- 
tees. Lawrence C€. Hall and 
Clark B. Bristol are new vice 
presidents. Ellis S. Perrigo is 
secretary. 

James H. Burdick has been elected 
agency vice president of Phila- 
delphia Life. Philip H. Bentz, 
director of public relations, has 
been appointed assistant to the 
president. 
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William K. Robinson has been pro- 
moted to vice president-actuary 
and secretary of Old American 
Life of Seattle. 


Neil R. Ayer has been elected to 
the board of Columbian Na- 
tional. Mr. father has 
been a member of the board 


Ayer’s 
since 1925. 


John D. Britton has been elected 
a director of Aetna Insurance 
and its subsidiaries. Mr. Britton 
is senior partner in the invest- 
ment firm of Conning and Co, 


Thomas F. Daly, Il, has been ap- 
pointed Western field vice presi- 
dent of Central Standard Life. 
Mr. Daly was formerly vice 
president and director of agen- 
cies for Capitol Life of Denver. 


Henry C. Pitot, U. S. manager of 
Royal Exchange Assurance and 
president of Provident Fire, has 
been elected to the executive 
committee of the National Board 
of Fire Underwriters. Mr. Pitot 
fills the vacancy created by the 
retirement of P. J. Priore. 

Continued on page 74 


READING--- 


this message can mean 


more “small business” 
pension contracts 


ARITHMETIC? --- 


it’s the key to the sales appeal 


of Manufacturers Life’s Group Pension. The plan starts at 
only two lives yet gives big group advantages to small 
businesses. The figures show high cash values but low 
premiums that are sure to make satisfied clients out of 


skeptical prospects. 


Call a Manufacturers Life office for more details on 


this big money-maker. 


FOR MORE INFORMATION CONTACT ONE OF OUR BRANCHES IN THE FOLLOWING CITIES 


BALTIMORE « BOISE « CHICAGO « CINCINNATI « CLEVELAND « COLUMBUS 


DETROIT « 


MINNEAPOUS «© NEWARK « 


SAGINAW « SAN FRANCISCO « SEATTLE 


Also licensed in Arizona, Delawea 


MARTFORD © HONOLULU 


PHILADELPHIA «© PITTSBURGH « PORTLAND 


LANSING « LOS ANGELES « MIAMI 


« SPOKANE « WASHINGTON, O.C, 


Kentucky, Virginia and West Virginia 


THE 


MANUFACTURERS 


INSURANCE 


HEAD OFFICE 


LIFE COMPANY 


(Established 1887) 


TORONTO, CANADA 
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Marcus F. Auden has been ap- 
pointed vice president and sec- 
retary of Confederation Life 
Association of Canada, succeed- 
ing James L. McLachlin who is 
retiring. 

Roy L. Johnson was promoted 
from assistant vice president to 


vice president of National Life 
of Vermont. James E. Ledbet- 
ter, former chief security ana- 
lyst, has become supervisor of 
securities. 

Harold C. Vollmann has been 
named vice president and direc- 
tor of agencies of Wabash Life, 
Indianapolis, Ind. 

L. O. Head, president of Express- 
men’s Mutual, has been elected 
vice president of The Manhat- 
tan Life. 

Robert W. Harvey has been elect- 


INDIANA INSURANCE 
COMPANY 


Chartered 1851 


CONSOLIDATED 
INSURANCE COMPANY 


Organized 1955 
Home Offices 


Indianapolis, Indiana 


Condensed Financial Statements, December 31, 1956 


ASSETS 


Cash in Banks 
Bonds 
Stocks 


Stock of Consolidated Insurance Company. . 


Building & Loan Investments .... 


Net Premiums in Course of Collections . 


(Not over 90 days due) 
Other Assets 


POTAL ADMITTED ASSETS 


Consolidated 
Insurance Co. 


Indiana 
Insurance Co. 
.$ 900,618.06 $ 97,578.63 
6,604,540.25 1,443,962.94 
1,013,012.50 00 
1,471,626.00 00 
59,750.00 00 
956,990.54 14,051.83 


13,871.97 
$1,569,465.37 


127,012.15 
. $11,133,549.50 





LIABILITIES 


Reserve for Unearned Premiums . 


Reserve for Losses and Loss Expense .. 
Reserve for Taxes, Expenses, & Accounts 


Payable 
Policy- ) Capital Stock .. 
holders Surplus eat 
Surplus} Voluntary Reserve ... 
TOTAL LIABILITIES 


CAPITAL AND SURPLUS .. 


..» $ 4,705,500.00 §$ 
2,508,297 .38 


49,447.52 
26,939.17 


242,037.60 
300,000.00 750,000.00 
3,000,000,00 740,053.31 
377,714.52 . 00 


3,025.37 





.. + $11,133,549.50 $1,569,465.37 


Bonds carried at Amortized Values — All other securities carried at market 


walues, 


Note: The investment “Consolidated Insurance Company” represents 988% 
(all but directors’ shares) of the capital stock of that company. 


The Companies Write 
Automobile, Burglary, Fire and Allied Lines, General Liability, Homeowners, 
Inland Marine, Plate Glass, and Workmen's Compensation Insurance 





ed vice president of National 
Fire of Hartford and Transcon- 
tinental, in charge of casualty 
and surety operations. 

David T. Condon has been made a 
vice president of Security-Con- 
necticut. Neal F. Holmgren has 
been promoted to secretary 
from assistant secretary. 

Ronald D. Rogers, director of 
agencies since 1953, has been 
elected agency vice president 
for North American Life. 

John S. Cook, secretary, and Dal- 
las H. Feay, actuary, have been 
elected vice presidents of Com- 
panion Life of New York. 
Charlies A. Koppen, CLU, has 
been appointed agency secre- 
tary. 

C. R. Fidler has been elected to 
the new post of vice president 
and senior underwriting consul- 
tant of Old American, Kansas 
City, Mo. 

John H. Miller has been named 
vice president and senior actu- 
ary of Monarch Life. Associate 
actuary Richard H. Morse has 
been promoted to actuary. Ciif- 
ford H. Morrison has been ad- 
vanced from assistant secretary 
to underwriting vice president. 

Charles G. Heitzeberg, CLU, has 
been elected vice president in 
charge of agencies for Mutual 
Benefit Life. H. Douglas Palmer 
and Wilbur E. Hintz were 
elected directors of agencies. 
Both were formerly associate 
directors. 

Warren M. Pace, CLU, formerly 
assistant vice president, has 
been promoted to agency vice 
president of Atlantic Life, suc- 
ceeding Charles W. Phillips. 
Mr. Phillips will remain a vice 
president and member of the 
board, working on 
projects. 

Lucien T. Roy has been named 
vice president and agency di- 
rector for Utilities Insurance of 
St. Louis. Mr. Roy was formerly 
associated with American Auto- 
mobile Insurance which recent- 
ly merged with American Insur- 
ance of Newark. 

Henry Attias, a director of Bene- 
ficial Standard Life, has been 
elected vice president and gen- 
eral counsel. Mr. Attias is with- 
drawing as a partner of the Hill 
and Attias law firm. 
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Company News 


Continued from page 37 


Preferred Mutual Insurance is the 
new name for Preferred Mutua! 
Fire of New Berlin, N. Y. 


North American Life has entered 
Arizona, and is now operating 
in 15 states plus Hawaii and 
the District of Columbia. 


Nationwide Insurance has begun 
operations in Indiana. Five Na- 
tionwide officers have been 
newly elected to the board of 
Michigan Life, Royal Oak, Mich. 

Manufacturers Life has been li- 
censed to do business in Ken- 
tucky, and is now operating in 
18 states. 

International Indemnity Exchange 
of Missouri is in process of 
liquidation. C. Lawrence Leg- 
gett, Superintendent of the Mis- 
souri Division of Insurance, has 
been named as receiver. Inter- 
national Underwriters, Inc., has 
been permanently enjoined from 
acting as attorney-in-fact. 

Insurance Research and Review 
will take over publication of 
the “Fraternal Monitor’ of 
Rochester, N. Y., in May or 
early June when the “Monitor” 
offices will be transferred to 
Indianapolis. 

Great Southwest Life Insurance 
Company of Phoenix, Ariz., is 
now the official name for this 
company. 

Fireman’s Fund employee maga- 
zine, “The Visiting Fireman,” 
has received a Freedoms Foun- 
dation award for fostering bet- 
ter understanding of the Amer- 
ican way of life. Marcia Tucker, 
editor, received the George 
Washington Honor Medal. 

Excess Management Corporation, 
underwriting manager for Ex- 
cess Reinsurance Association, 
has increased the size of its di- 
rectorate to seven members. 
Newly elected officers are Les- 
lie H. Adams, secretary and 
general counsel of the Corpora- 
tion; Donald E. Bryant and 
Emil A. Goerlich, vice presi- 
dents, and H. Edward Hill, trea- 
surer and assistant secretary. 

Educators Insurance, organized 
Oct. 1, 1956, has announced is- 
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suance of its first policy to Mrs. 
Ella Froby of Los Angeles. The 
company was set up by people 
working in the education field, 
and only educators and their 
families are eligible for its 
policies, 


Coastal States Life and Columbus 
National have signed merger 
agreements, with the organiza- 
tion continuing as Coastal 
States Life Insurance Co. 


Capitol Life of Denver, Colo., has 


completed a stock trade trans- 
ferring all the company’s stock 
to Associates Investment Com- 
pany. Clarence J. Daly con- 
tinues as president. Robert L. 
Oare, board chairman of Asso- 
ciates; William F. Gaunitz, 
president; Thomas F. Jones, di- 
rector of research, and Thomas 
F. Shortall, executive vice pres- 
ident of Emmco, the casualty 
subsidiary of Associates, have 
been appointed to the board of 
directors of Capitol. 
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Cash in Banks 
Bonds at Amortized Value 
U. S. Government Bonds 
State Bonds 
Municipal Bonds 
Common Stocks 


Public Utility Stocks 
Stocks 


Reserve for Income Tax 


Capital 
Surplus 


TOTAL 
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Vice-President 
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FINANCIAL STATEMENT DECEMBER 31, 1956 
ASSETS 


601,120.91 


Industrial and Miscellaneous 


Special Deposit with another insurance company 

Net Premiums in course of collection less thon 90 days 

Reinsurance due and in transit on paid losses 

Interest Accrued and Other Admitted Assets 
TOTAL ADMITTED ASSETS 


LIABILITIES 
Reserve for claims in process of adjustment 
Reserve for unearned premiums 
Reserve for taxes and other Expenses Accrued 


Balances due other companies for reinsurance 


Surplus as regards policyholders 


Bonds carried at $613,162.12 In the above statement are deposited with various states, for 
the protection of policyholders, as required by low 


. OFFICERS 


Specializing in the writing of Bodily Injury, Property 
Damage, Fire, Theft and Collision Coverages on 


LONG HAUL TRUCKING RISKS 


$1,129,738.47 


$1 514,843.05 
283,771.81 
2,399,735.77 


$ 38,280.00 


70,326.00 108,606.00 


39,500.00 
355,588.22 
557.60 
20,012.22 
$4,053,738.28 


— 


$1 652,495.63 
660,647.90 
95,617.33 
6,717.23 
411,741.80 
$600,000.00 
626,518.39 


__1,226,518.39 
_$4,053,738.28 


Mw. J. ANDREWS 
Asst. Sec y ond Asst. Treas 
WM. M. BROWN 
Asst. Sec'y and Asst. Treas. 
7 
DO. L. MAHER 
Special Representative and 
Manager, Sofety Engineering Dept 
Hd PETTENGILL 
Manager, Underwriting Dept 
4. METZGER BENSON 
Manager, Claims Dept 














$47 Million Agency 


Continued from page 43 


When a Bales representative is 
informed of a policyholder’s death, 
he gets on the phone immediately 
to the home office. The check is 
sent airmail special delivery, Upon 
receipt of the check, the Bales 
representative drives promptly to 


the home of the deceased and pre- 
sents the check. 

“Prompt service to policyhold- 
ers is cheap and easy to give. We 
go out of our way in this respect. 
It’s made us a lot of friends.” 

Mr. Bales notes in passing that 
his salesmen are instructed to 
keep clear of friends and relatives 
as prospects. 

“We just don’t believe in it. 
Sometimes a potentially good 
salesman is spoiled by easy sales 


Haghlightte- 


from our 55th Annual Report 


to Policyholders 


@ As of December 31, 1956, as reported to the Indiana Insur- 
ance Department, Assets totaled $26,516,200; Liabilities, 
$16,604,157; and Surplus to Policyholders, $9,912,043. 


ASSETS increased by $1,158,245 or 4.6% over 1955. 
SURPLUS TO POLICYHOLDERS increased by $375,025 or 


4.9% over 1955, 


NET PREMIUMS WRITTEN were $16,944,645 for the year, 
an increase of $1,115,980 or 7% over 1955. 


LOSSES INCURRED during 1956 were $7,602,950. Ratio of 
incurred losses to earned premiums was 46.5%, as against 


42.1% tor 1955, 


SAVINGS of $2,885,000 were returned to our policyholders 
as dividends during 1956, which compared with dividend 
savings of $2,800,000 returned during 1955. 


—— 





Business since organization in 1902: Net premiums written, 
$180,429,000; net losses paid, $64,985,000; savings returned to 
policyholders as dividends, $28,154,000, 


Cin Cealou/lfitad, 


INSURANCE COMPANY 
INDIANAPOLIS 7, INDIANA 
Western Department; Omaha 2, Nebraska 


FIRE + CASUALTY+AUTOMOBILE+ INLAND MARINE 








to relatives and friends. When he 
runs out of these ‘easy marks,’ he 
finds the going too tough and be- 
comes discouraged.” 

Have these techniques paid off? 
Let’s look at the record: 

During the last eight years, the 
Bales agency has accounted for 
roughly half the sales of National 
Old Line, which now ranks about 
50th among the 1200 life insur- 
ance firms in the U.S. From 1926 
to 1945, National Old Line had 
insurance in force of $11 million. 
In the last 10 years this has grown 
to $283 million, and a substantial 
percentage of this growth is at- 
tributable to the Bales agency. 

Insurance applied and paid for 
by Bales in 1956 totaled $47,166- 
000 and he'll do better in 1957. 
Sales for the first quarter of this 
year are already $1,329,000 ahead 
of the same period last year. 

During the first eight months 
he was in business as a general 
agent, Charlie Bales personally 
sold more than $2 million worth 
of insurance. Within a year he had 
10 sales representatives in the 
field and started to expand into 
other states. The Bales agency 
today has 96 salesmen scattered 
throughout the Southeast. 

Charlie Bales’ background reads 
like something out of Horatio 
Alger. He was born Sept. 1, 1909, 
in Pennington Gap, Va., a little 
mountain community. His father 
was an insurance salesman. 


First Job at 12 


Young Charles got his first job 
at 12 when he went to work at the 
Hubbard Springs general store 
after school and in the summer 
months. When he got a little older 
he drove a horse and wagon to 
deliver supplies to backwoods 
families. He also sorted mail in a 
corner of the store that served as 
the local postoffice. His pay: $1.50 
per week. 

Charles Bales’ first venture into 
insurance came when he was only 
16. In those days, there was no 
age limit on securing a license. 

Insurance commissions paid his 
way through the University of 
Virginia at Charlottesville. Dur- 
ing his four years in college, he 
returned to Pennington Gap each 
summer and sold insurance to 
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help finance his tuition and living 
expenses for the following year. 

During the depression years, he 
was forced to leave the insurance 
field and eked out a living selling 
light bulbs door-to-door for the 
old Jewel Incandescent Lamp Co. 
He returned to insurance after 
his Army service in World War 
II. Before going into business for 
himself, he was state manager for 
a competitive life company. 


National Planning Assn. 


Charles Bales is serving his 
second term as president of the 
American Life Underwriters Asso- 
ciation. He was recently appointed 
to the National Council of Presi- 
dent Eisenhower’s National Plan- 
ning Assn., to serve with former 
President ‘Herbert Hoover, Wil- 
liam C. Ford of Ford Motor Co., 
and other business, industrial, and 
professional leaders. 

With all these responsibilities, 
the interview in Bales’ office was 
a rarity. He can’t be found there 
more than half a dozen days a 
year. He learned the habit of ring- 
ing doorbells and the value of 
personal contact when he first 
started selling insurance and 
never got over it. 

Charlie Bales travels an aver- 
age of 10,000 miles monthly 
more than 100,000 miles a year 
in contacting his district man- 
agers and sales representatives. 

Several years ago he bought a 
small airplane and learned to fly 
so he could cover his territory in 
less time. He failed to mention the 
flying lessons to his wife and the 
first she knew of his new-found 
talent was when she picked him 
up at the airport one day and 
didn’t see a pilot leave the plane. 

“I had to confess that I was do- 
ing my own flying and she made 
me sell the plane immediately,” 
Charlie recalls with amusement. 

But she didn’t stop him from 
flying as a passenger. He entered 
into a leasing agreement for plane 
and pilot and covers more ground 
now than before. 

“If I didn’t fly I could accom- 
plish only half as much,” Bales 
said. “You can’t let your work get 
ahead of you or you'll find your 
sales slipping and I don’t intend 
to let that happen.” 
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Ce Hh Hine warty Mead 


Ire 123G7 when the horse and buggy was a 
common sight, Equitable Life Insurance Company of 
lowa opened its first Home Office. At that time, sales 
aids for its agents were also in the “horse-and-buggy” 


stage, and usually consisted merely of a rate book. 


TODAY Equitable Life of Iowa provides a 
wealth of streamlined sales helps, including a kit 
on retirement income. This kit, complete with a 
phonograph training record, contains all the 
materials needed to make a convincing 


retirement income presentation, 


yullalle 


LIFE INGURANCE COMPANY OF IOWA 
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Inspect 


brochure outlining complete, nationwide Personal and 
Business ACCIDENT AND HEALTH facilities. Agents call 
it “best in the business”. 


Write Dept. A-}, Reading, Po 


AMERIGAN GASUALTY 


COAST-TO-COAST BRANCH OFFICE SERVICE 

















sales briefs... 





A LINE A DAY... 


By Mel Blackburn, CPCU 


April 1 
supreme! 


Multiple lines reign 


April 2—When there are mul- 
tiple needs there are multiple 
lines—and, we hope, multiple 
profits. 


April 3—Complacency is a lux- 
ury the insurance business can ill 
afford. 


April 4—Let us rededicate our- 
selves to the idea of making an 
honest buck. 


April 5—When we devote our- 
selves to serving others, do we 


not serve ourselves? 


April 6—You've done a good 
job. You'll do an even better one. 
Your accomplishment today is a 
real achievement for the advance 
of the entire insurance business. 


April 7— Your crown wears 
tightly. Do something to justify 
your leadership. 


April 8—In the absence of an 
express agreement to the contrary, 
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every partnership is dissolved by 
the death of a partner. What does 
this mean to you? While partners 
share the profits, they also share 
the losses! 


April 9—The greatest loss your 
client can suffer is the loss of his 
partner. His partnership will end 
right then. 


April 10 — The problem is: 





MANTEL. 


"Don't forget: Keep praising their dog. 


We'll sew up this case in jig-time!” 


Liquidation or reorganization. 
Which will it be? 


April 11—Most people much of 
the time don’t know what they 
want and are pretty foggy about 
what they like. 


April 12—New ideas create new 
wants. But often the consumer 
must be exposed to a lot of per- 
suasion before the new wants 
take hold. 


April 13—The business world 
is beginning to realize more and 
more that selling is very much a 
creative job and that the good 
salesman today must be possessed 
of ideas, imagination and ingenu- 
ity. These are as much a part of 
his stock-in-trade as his merchan- 
dise. 


April 14—The feeling that your 
lot is more difficult than anyone 
else’s, that you are the victim of 
a malevolent fate, whereas the 
misfortunes of others are petty 
annoyances, leads to a state of 
mind which makes it difficult for 
you to live with yourself or for 
anyone else to live with you. 


April 15—Of course you are the 
victim of frustration. We all are. 
Frustration is part of the busi- 
ness of living. But taking an in- 
terest in others, as well as in our- 
selves, is part of the business of 
maturity. To get along with 
others, it’s important to recognize 
that they have problems pretty 
much like your own. 


April 16—To recognize the prob- 
lems of others will help you live 
with yourself. You are not stand- 
ing alone in a hostile world. 


April 17—We can profit from 
the sales that slip through our 
fingers if we have the courage to 
face up to what happened and to 
draw the necessary conclusions. 


April 18—There is one require- 
ment for sales success: The will 
to work. 

April 19 — Take stock. Decide 


now what you intend to accom- 
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plish this year, be certain that 
you are on the right road, and 
that you are progressing at a 
satisfactory rate. 


April 20—A good salesman a)- 
ways knows exactly how well he 
is doing. 


April 21—A good salesman gets 
paid for what he is worth, rather 
than what the job is worth. 


April 22—Help people do the 
things they want to do to beautify 
their lives, to increase the value 
of their property. 


April 23—Is knowledge power? 
Knowledge becomes power only at 
that moment when it is put into 
action. 


April 24—Crisis. Every day, we 
are in a state of crisis and should 
act accordingly. The first step on 
the road to success is to decide 
what we really want to accom- 
plish. 


April 25—Let us focus our will 
and our entire energy on just one 
problem—our client’s problem. 


April 26—Let us realize the im- 
portance of having a goal, and 
never losing sight of it, of having 
a plan, and living by it. 


April 27—The man who has a 
destination in mind may occa- 
sionally stray off the main high- 
way into a detour. He may circle 
around his objective, but because 
he knows where he wants to go he 
eventually gets there. The man 
with no destination in mind never 
gets on the main highway. 


April 28—We are interested in 
others when they are interested 
in us. 


April 29—-When we ask advice 
we sometimes ask for approval. 


April 30— When we are no 
longer anxious to do better than 
well, we are done for. 


After-thought—I saw this hap- 
pen on February 1, 1957: a sales- 
man was mad, he had an argu- 
ment. It was not a good one. 
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SALES STRENGTH 


Wabash is growing fast and it’s 
growing strong because it’s 
founded on sound, forward- 
looking policies. You can go 
places with Wabash—the com- 


ASSETS 
$4,663,385.75 


SURPLUS 
$3,759,256.27 


pany that is going 


places! 


GET THE 
WABASH 
STORY 


See if you don’t 
agree that you'll 
be giving your 
clients more with 
WABASH insur- 


ance protection, 


ASH) 
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WABASH FIRE & CASUALTY INSURANCE CO. + 1622 N. MERIDIAN ST. © INDIANAPOLIS 6, IND. 
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iF RATING PLAN 
*Composite—Retro Rating Plan. Available in most ter- 
ritories for Mercantile, Industrial, and Commercial risks 
with annual premiums of $5,000.00 to $1,000,000.00 
Write Dept. CR. 5, Reading, Pa 
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Editorials 


Continued from page 31 


miums accounted for 33.5 per cent of the pre- 
miums written. In 1956 the combined automobile 
loss ratio was 54.0 per cent, and in 1955, it was 
44.3 per cent. These results were due largely to 
the decrease in auto physical damage premiums. 

Though fire insurance alone, with premiums 
of $1,142,921,000, was the largest single line, it 
nevertheless showed a $61 million decrease from 
the 1955 amount, Other decreases in premium 
writings were recorded by extended coverage, 
other allied lines, growing crops, inland marine, 
and aircraft physical damage. Group accident 
and health insurance, percentage-wise, showed 
the greatest increase. Fire, homeowners multiple 
peril, earthquake, growing crops, ocean marine, 
inland marine, accident only, workmen’s compen- 
sation, automobile liability (P.D.), auto physical 
damage, aircraft physical damage, surety, glass, 
and boiler machinery had higher loss ratios in 
1956 than in 1955, 

In considering individual items in the aggre 
gates and comparing them with those of previous 
years presented for 1956 in the “Fire Index,” one 
salient factor must be borne in mind. In the bus- 
iness of property insurance this is a transition 
period. Many groups are consolidating their 
affiliates. Some of these groups are concentrating 
around a casualty carrier, and fire units are dis- 
continued, In other instances, the fire company 
is reinsuring its casualty running mates. This 
causes otherwise unexplainable deviations in nor- 
mally comparable results. 

bn 1956 fire insurance companies were sub- 
jected to an unduly high number and variety of 
losses. Excellent administrative practices main- 
tained the companies in a financially sound 
position. Unfortunately, as the year 1957 ad- 
vances toward the end of the first third, disturb- 
ances of nature coupled with continued high 
fire and automobile losses are making the record 
for the year 1957 one of dire expectations. 





Newcomers for Our Traditions 


N a rather comprehensive, albeit casual, sur- 
} poll of the attitude of the man in the street to- 
ward the subject of the protection and benefits 
that insurance accords him, his family and his 
property, there seemed but one harsh note. 
Everywhere there is an undercurrent of dissat- 
isfaction with insurance coverage on financed 
purchases. Questioning revealed that the criti- 
cism, almost without exception, was directed 
against those insurance companies, both life and 








property, which are either affiliates or subsidiar- 
ies of non-insurance business enterprises. 

It would not be fair to state that only old line 
insurance companies are ethical and honestly 
operated. However, it is reasonable to believe 
that only old line insurance company officials and 
owners are steeped in the traditions of under- 
writing and are fully appreciative of the fact 
that service and prompt payments to policyhold- 
ers are the prime responsibility of an insurance 
company. These men and their companies accept 
the doctrine that insurance is a public trust to 
a degree far beyond that which is required of 
other commerical organizations. 

America has grown great under the system of 
profit as a reward of enterprise. This is as it 
should be. THE SPECTATOR would be the last to 
decry it. Insurance, indeed, is an outstanding 
example of the worth of American business in- 
telligence and industry. While the profit motive 
is recognized, there is a deeply rooted conviction 
that insurance must be conducted with a high 
integrity and with its dedicated and first purpose 
the elimination of financial loss when disaster 
occurs. 

From time to time, when some economic 
change occasions ownership or operation of an 
insurance unit by business corporations, there 
are disturbing experiences until complete accept- 
ance is given by the officers of these new units 
to a philosophy which has long been the guiding 
force in insurance operation. Where only the 
letter of the law is followed, complications and 
criticisms result. Policyholders and their require 
ments under such a program are not given the 
benefit of every question. The value of state 
regulation to sound insurance and its progress, 
not being understood, is flouted. 

In insurance, profits are derived from wise 
operation, equitable premiums, full coverage and 
prompt payment of all losses. Where the making 
of profits is the first purpose of an insurance 
operation, disaster is inevitable. It is not good 
business to procure dividends for stockholders 
at the expense of the welfare and solvency of the 
American family. The American expects much 
from insurance. When he fails to receive it, 
Government takes quick reaction to his grie- 
vance. 

Noteworthy examples of this are present in- 
stances. Within the month, a Senator has asked 
for an investigation into the practices of sub- 
sidiary companies writing insurance on financed 
cars and appliances. Of equal importance is a 
state investigation into the practices and pre- 
miums of credit life insurance. 

THE SPECTATOR believes that there is a place 
in the institution of insurance for all types of 
carriers. It is most certain that any insurance 
company, no matter how owned, can profitably 
and permanently offer sound insurance when it 
accepts as its prime purpose service to policy- 
holders and the maintenance of its operations as 
a publie trust. 


THE SPECTATOR 





Mr. Horr points out. “We at Ag dollar addition to the mortgage 
came to have a better understand loan building provides an addi 
ing and appreciation of the men tional 18,000 square feet. 


Contest Became 


and women in our organization,” 
he reports. “The response to the Eugene, Oregon. United Pacifi 
contest, from all corners of the branch office has moved into 


Continued from page 39 


land, has increased our sure faith recently completed two-story 
dent, told THE SPECTATOR how the that the American Agency System building. Cost: $140,000. Floo: 
series started. “Every so often,” is not in danger—not when it has space: 5,600 square feet. Archi 
he said, “we would receive a letter for its backbone so intelligent tect: Wilmsen and Endicott 
from an agent stating that an ad outspoken and hardworking an in 
reminded him of an experience he dividual as the independent Los Angeles, California. Kemper 
once had, and perhaps we could agent.” Insurance has broken ground 
use it in our advertising. Two for new branch office building 
years ago, when we launched our Exterior on three sides is granite 
‘field memo’ series, letters began Building Facts with brown mahogany base with 
to come in at a faster rate. Some the fourth side of concrete. Plans 
of these ideas were so unique and Continued from page 25 include complete medical clinic on 
80 pertinent to our purpose of tell- first floor. Architects: Childs and 
ing the story of how our fieldmen Dallas, Texas. National Bankers Smith, Chicago; consulting struc 
work to help agents, that we de Life has announced purchase tural engineer: S. B. Barnes, Los 
cided to reward good ideas with of 18-story building now being Angeles. Contractor: Guat K 
cash. Result—our ad-idea contest.” used for home office operations Newberg Construction Co 

Five thousand agents were in Building has total of 109,000 
vited to take part in the contest square feet and was purchased Los Angeles, California. Pruden 
Entries came in from all parts of from Insurance Companies of tial has started construction 
the country and the experiences Texas for new Westchester district office 
they related covered all phases of One-story building of brick and 
agency operations—from tele Fort Worth, Texas. J. E. Foster exterior stucco is scheduled for 
phone help to landing the big and Son, insurance manage occupancy in September, Cost 
prospect. ment firm, now occupies new home $150,000. Structure will have 5 
But there was another result office building. The half-million square feet of office space 
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Why are so many now selling ALL THREE? 


it’s convenient to sell life insurance as well as fire 
and casualty because Monumental helps you in 
prospecting ... selling .. . servicing. 


it's profitable to sell life insurance the Monumental 
“Pure Profit’’ way which assures maximum com 
missions ... minimum expense. 


it mokes sales sense to satisfy your clients’ need for 


life insurance along with their other insurance AUTOMOBILE eee FIRE & EXTENDED COVERAGE 


requirements, 


For details concerning a Life Agency Contract write to HOMEOWNERS eee ALL FORMS CASUALTY 
MONUMENTAL LIFE SURETY & FIDELITY BONDS © AVIATION 


INSURANCE COMPANY NATION-WIDE CLAIM SERVICE 
Chartered 1658 


Home Office—Charles & Chase Sts.— Baltimore, Md. 
Assets exceeding $190,000,000 « Over $930,000,000 of Insurance in Force AMERICAN FIRE AND ( “ASUAI COMPA NY 
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designed for the fast-growing 
home owner market... 
UNITED LIFE’S 
HOME MORTGAGE 
CANCELLATION PLAN 


now available with 
Accident & Sickness Disability 






® Paid up rr ortgage 
in event of death 
© Protection against 


throuan | 


of sickness 


loss of income 
accident 
© Conversion privilege 


© Fast selling; top commissions 


UNITED LIFE 


AND ACCIDENT INSURANCE CO. —_ 
Cencerd, N. H. AN OLD NEW ENGLAND COMPANY ™ 


For full details, write H. V. Staehle, Ir, ©. L. U.Fleld @ 
United Life, 6 White &t., Concord, “ This ley available: 

+» Me, Wd, Mase, “Mich, "NH, PM , *Ohie, "Pa, Rh. 
vt, *Va “General Agency opportunitios available in 
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